








SPEC 


Reg. U.S. Pat. OFF. No. 276867 


THE BUSINESS PAPER OF INSURANC 


DIVISION OF UNITED BUSINESS PUBLISHERS, INC. 





Features This Week 





ON THE DOTTED LINE 
By Edgar Paul Hermann 


THE LIFE INSURANCE 
BUSINESS IN 193! 
A Statistical History 








RATE MAKING PROBLEMS 


Discussed by Casualty Actuaries 


od . 
4 ” q w = 
i FMD cys _ “ai, thie ht ’ 
<i SUE 2 RES. "x ear. We Oe, oe Te eer Ee ee eee : §: 
fs a PS ES “A i + TS Line Wye EES SA ae ety 
ME eR Se reerereereerneenerereerreeeeeeeeneeremnrneenncnanaaaaie — — — 


BEES 











THURSDAY 
MAY 26, 1932 




















RELIANCE 


LIFE 



































June 









Tue Spec 


\T 
8, 187 


” 


CHARLES P. UNVERFERTH 





HE HAD THE COURAGE TO GIVE UP A GOOD 
SALARY AT 42 AND STRIKE OUT FOR HIMSELF 
AS AN INSURANCE COUNSELLOR. ... . 


At twenty years of age, after eight years of laying brick by day and attending com- 
mercial school at night, Charles P. Unverferth, Reliance General Agent at Dayton, 
Ohio, was as good a journeyman bricklayer as ever wielded a trowel. He was sure 
of $3.50 a day. But he was looking ahead, so he quit bricklaying and entered the 
employ of one of Dayton’s largest manufacturing companies as a shop clerk at $6 
a week. Here he spent the next twenty-:wo years, being promoted continually until 
he was made Secretary and Controller of the company at an excellent salary. But 
he wanted to be in business for himself, so he gave up his good job and fine sal- 
ary, signed a Reliance contract and went to work in Dayton with what he felt were 
all the facilities necessary to meet competition. During ten years Mr. Unverferth’s 
agency volume totals $4,666,984. He is building a substantial renewal income with 
second-year renewals ranging up to 97°,. Every year he is a member of the Perfect 
Protection Club. He carries a Reliance Go'd Watch . . . the symbol of consistent sales 
production. During his association with Reliance, Mr. Unverferth has always quali- 
fied double to attend Reliance conventions, which Mrs. Unverferth enjoys as much 
as her husband. Together they have visited the entire North American continent 
and many other parts of the world. Mr. Unverferth has seven miles of motion- 
picture film, taken on these various trips, and scarcely a week passes when he is 
not entertaining his business and personal friends with his movies at club luncheons 
and other meetings. Reliance Life congratulates Mr. Unverferth on his splendid 


business record! 


.ELIANCE 


is published every Thurse ~y, by the Spectator Company at 243 we st 39th Street, New York, Entered as second-class matter 
\ 


), at the post 


othee 


under the act of, Mar h 3, 187 ri Srectator, Volume CXNVITL Number XXI, May 26, 1932 


$2.00 per annum 





















STATI 
q “Li 
SPECT 
standit 


over 3 
the Us 


CONV 


Reg 
delphi 
Syracu 


Nex 
RESUI 


and Ie 
ance 
tion. 


DELIE 
q Th 


SPECI 


@ An 
SPEC) 
ists in 


LOUC 
F 


ROBE 
NEW 
Jac 
140 F 
Tue 
the | 


Unit 
plus 


















Phone Pennsylvania 6—0080 


‘THE SPECTATOR 


THE BUSINESS PAPER OF INSURANCE 


Division or Unitep Business Pus.isHers, INC. 





VOL. CXXVIII 


NEW YORK AND CHICAGO, THURSDAY, MAY 26, 1932 


No. XXI 





This Week : 


SALESMANSHIP 


@ You can lead a horse to water but you can- 
not make him drink. And you can lead a man 
to the consideration of taking out a life in- 
surance policy but you cannot always make 
him sign. Edgar Paul Hermann recounts a 
few pen tricks that help to put the sale over. 


STATISTICS 


@ “Life Insurance in 1931” is a standard 
SPECTATOR table showing the financial 
standing and business during the past year of 
over 300 life insurance companies operating in 
the United States and Canada. 


CONVENTIONS 


@ Reports of the life underwriters in Phila- 
delphia; the New York State Local Agents at 
Syracuse; the casualty actuaries at Hartford. 


Next Week: 


RESULTS 


@ The underwriting and investment profits 
and losses of one hundred leading fire insur- 
ance Companies—an annual statistical tabula- 
tion. 


DELIBERATIONS 


@ The annual meeting of that August body— 
the National Board of Fire Underwriters. The 
Presidential Address and Reports of Standing 
Committees. 


SPECIAL LINES 


@ Annual Special Lines Sales Section of THE 
SPECTATOR. Articles by the leading special- 


ists in workmen's compensation, burglary, au- 
tomobile, etc. 


Back to First Principles 


ESCARTES was a famous French philosopher and mathe- 
matician of the early seventeenth century. He won wide 
acclaim as a thinker and his writings exert a tremendous 

influence in shaping modern thought. Ever searching for truth 
during his career, he embraced successively various schools of 
philosophy. Scholasticism, materialsm and idealism he accepted 
and discarded. Enmeshed in the resultant maze of conflicting 
doctrine and unable to attain the solution he craved, Descartes 
came to doubt the worth of all. In his perplexity he reasoned 
that to arrive at truth it was necessary to divest himself of all 
previously acquired knowledge and to build anew from funda- 
mentals. Once free from the fabrications, preconceptions and 
infiltrations from other minds he could erect unfettered a plan of 
philosophy which would satisfy the cravings of his mind. Inde- 
pendent, therefore, of all that had gone before, he evolved a 
primary theory. On this basis he developed his first principle, 
“TI think, therefore I am.” 

The correctness of his findings is immaterial. 
The method he adopted to overcome the doubt which assailed 
him was commendable. There is a lesson in it to life insurance 
men. A procedure similar to Descartes’ might materially aid in 
reestablishing the onward march of insurance. 

During the prosperous era many effective selling 
processes were embraced. They offered plans by which life in- 
surance could meet the needs of a money-plentiful people. 
Through them tremendous production aggregates were compiled. 
Earning capacities, life value, income replacement, investment 
worth and estate building found proper place in the selling tech- 
nique of the American agent. The economic turn gave pause 
to their successful usage. Agents in their endeavor to maintain 
their production records became somewhat panicky and embraced 
first one and then the other. A confusion of purpose brought a 
doubt as to the value of all and production suffered. 

Like Descartes, it might be well for agents to dis- 
card for the moment all they have learned on selling methods, go 
back to fundamentals and from that foundation, rebuild a selling 
structure. There they would find that life insurance rests on the 
human instinct of protection. The desire for protection against 
the ravage which death may wreak upon loved ones and the de- 
mand for a bulwark against the havoc of old age and disease. 

Protection is the essence of life insurance. It 
is a need in good times and in bad. 
Every other selling device can be utilized ] Y g 
but the protection idea must provide the Ae e + 
groundwork. 
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Getting the Name on the......... 
The fountain fen will help 


T is a wise salesman who takes ad- 
vantage of every possible aid, just 
as the clever sailor takes advantage 
of every favorable wind. Here are 
some stories about salesmen and how 
they used their fountain pens. Some 
of their plans you may be able to use. 


NO CLIP. Joe Robinson lost the 
clip off of the cap of his fountain pen. 
He put off getting a new one, but one 
day accidentally, the pen slipped from 
his hand and rolled across his pros- 
pect’s desk easily, and the prospect 
picked it up. Joe quickly said: “Will 
you write these three points please,” 
as though he had purposely rolled the 
pen. Soon he had his prospective cus- 
tomer in the “yes” frame of mind, 
and accustomed to the feel of the pen 
and somehow, when he flashed the con- 
tract, Joe had no difficulty getting the 
signature. Now he frequently rolls his 
pen across the desk to a prospect, and 
believes it a real aid in his selling. 


THE PEN STORY. A rather neat 
plan is used by a considerable number 
of good salesmen; they all have a story 
to help them introduce the pen into 
their “act.” A life insurance sales- 
man’s story is that the pen was given 
him by the youngest of his five chil- 
dren—and there is a wide-open oppor- 
tunity for talking about children and 
their need for protection. A _ security 
salesman builds confidence by showing 
an engraved plate on his pen which 
was given him at the end of his term 
as president of a trade association. 
“Theodore Roosevelt once wrote with 
that pen,” was the statement of an 
advertising space salesman, who told 
briefly of an occasion when he was a 
newspaper reporter. When the “story” 
is one which not only enables the pen 
to be brought out inconspicuously, but 
also introduces or emphasizes a sales 
point, there is real advantage. 


HOLD THE CAP. The salesman had 
the prospect up to the point of the 
dotted line, and passed over his pen— 
but held the cap. “After you sign 
your name” said he, “I will tell you 
why I do it—it may prove of value to 
you.” The prospect signed and the 
salesman explained. “I first held the 
cap because I lost so many pens when 
people absent-mindedly put my pen in 
their pocket. They do not do it when 
I hold the cap. But soon I found there 


By EDGAR PAUL HERMANN 


HEM HA 
PEN POINTERS 


Always have a pen ready, filled, in 
working order when signing time 
comes. 

Plan to get a pen in the prospect’s 
hands early in the interview and 
get him accustomed to the feel of 
it. 

Assume that the prospect is going 
to use the pen to sign and the 
chances are he will sign. 

Get him to assent by writing some- 
thing early in the interview, and 
let the minor assent lead into or 
indicate the major assent — the 
close. 

Have a distinctive pen of which you 
need not feel ashamed. 

A pen as a gift to a prospect or cus- 
tomer is a fine good will builder— 
some men will accept a pen for a 
son or daughter who would not ac- 
cept one for themselves. 

A pen can often be effectively used 
as a pre-approach device, or atten- 
tion winner. 

Use a pen which will not scratch, 
blot or fail. 


INMIVARNUULSSOARUAAOIALUU OAFLA TSU AEH 


was another advantage. The concen- 
tration on the signing seems a bit 
lessened by the back-of-the-mind curi- 
osity—why does he keep the cap? 


" 


Strange, but it seems to help! 


KEEP EYES ON PEN. A real es- 
tate salesman had a jade colored pen 
which he claimed helped him make many 
a sale. Here’s how. The bright color 
somehow attracted his attention, when 
the pen was new, and he quit looking 
at the prospect, waivering between “to 
sign or not to sign” and kept his eyes 
on the pen. He began thinking about 
it and decided there was sound psy- 
chology to his new practice—watching 
the prospect was likely to disconcert 
him and to make a NO more likely. 


VISUAL METHODS—TWO PENS. 
Nowadays the pictorial presentation 
seems to be favored in many lines, par- 
ticularly the type of canvass which 
includes simple little graphs or charts 
or attention devices. A correspondence 
school salesman had such a presenta- 
tion which he made all the more effec- 
tive by using two pens, one containing 


red and one black ink. There is q 
thought in his plan which might fit 
many other lines. 


AN IDEA FROM WILSON. Hender. 
son was a cub salesman when Wilson 
was in the height of his power; Hep- 
derson read how Wilson had signed a 
certain treaty, bit by bit, with several 
pens, in order that the pens might be 
given away as souvenirs. That gave 
him the notion of asking a big cus. 
tomer to buy twice as much as he had 
intended to ask him—and to sign with 
three pens. When he explained, his 
customer, flattered, after a slight 
pause, grinned and acceded. 


MEMORY DEVICE. On the cap of 
his pen a salesman had engraved four 
mysterious figures, a star and crescent, 
a swastika cross, a figure—97, I think 
it was, and an electric bolt symbol. 
The secret was this—he had a four 
point canvass, and the pen cap was his 
reminder; it gave him a chance to re- 
capitulate and repeat the points to his 
customer when he exhibited the pen. 
He said it helped a lot. 

ASSUME ACCEPTANCE—WITH A 
LUCKY PEN. After he had made a 
completed canvass, an_ encyclopedia 
salesman was in the habit of exhibiting 
what he called his “Lucky Pen” and 
to ask the prospect to autograph his 
signature in the lucky list, with others 
who owned his encyclopedia, with the 
lucky pen. He assumed they would 
buy, would sign. His pen, he said, 
psychologically put him in an optimis- 
tic, expectant attitude—and he was a 
successful advocate of his plan. 

PUBLICITY PEN. Many salesmen 
take pride in a distinctive pen of their 
own. One has an expensive diamond 
setting in the cap; another has a barrel 
of peculiar shape to his pen; still an- 
other a pen of giant size. They use 
the pens for publicity purpose, but they 
have the added value of being easily 
gotten into the prospects’ hands, a first 
step on the way to the close. Some 
salesmen work out special plans for 
getting the pen into prospects’ hands, 
such as some problem for them to fig- 
ure, some list to check, etc., because 
they think the objective of sufficient im- 
portance. 

USE MY PEN PLEASE. Some 
salesmen fill their pen with a special 

(Concluded on page 25) 
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Life Insurance Business in 1931 


FINANCIAL 


NAME AND 
LOCATION OF COMPANY 


Abraham Lincoln Life, Springfield, I!! 
Acacia Mutual, Washington, D. C 

Acme Life, Austin, Texas 

Aetna Life, Hartford, Conn. 

Afro American Life, Jacksonville, Fla 
Agricultural Life, Bay City, Mich. 

All States Life, Montgomery, Ala 
American Bankers, Chicago, III 

American Central, Indianapolis, Ind. 
American Farmers Mut., Des Moines, Ia 


American Home Life, Topeka, Kans. 
American Ins. Union, Inc., Columbus 
American Life, Denver, Colo. 
American Life, Detroit, Mich. 
American Life, Birmingham, Ala 


American Medical Life, Spokane, Wash... 


American Nationa!, St. Louis, Mo.. 
American National, Galveston, Tex. . 
American Reserve, Omaha, Neb. 


American Savings Ins., Indianapolis, Ind.. 


American Savings Life, Kans. City, Mo 
American States Life, Lincoln, Neb 
American Union Life, St. Joseph, Mo 
Amicable Life, Waco, Tex 

Atlanta Life, Atlanta, Ga. 

Atlantic Life, Richmnond, Va 

Atlas Life, Tulsa, Okla. 
Baltimore Life, Baltimore, Md 
Bankers Health & Life, Macon, Ga 
Bankers Life Co., Des Moines, Ia 


Bankers Life, Lincoln, Neb. .. 

Bankers’ National, Jersey City, N. J 
Bankers Reserve Life, Omaha, Neb 
Bankers Union, Denver, Colo 

Bank Savings, Topeka, Kans 

Beacon Life, Tulsa, Okla 

Beneficial Life, Salt Lake City, Utah 
Berkshire, Pittsfield, Mass. 

Boston Mutual, Boston, Mass 

Brooklyn National Life, Brooklyn, N. \ 


Buffalo Mutual, Buffalo, N. Y 

Builders Life, Chicago, I!! 

Building & Loan Life, Wheeline, W. Va.. 
Busines Men’s Assur., Kans. City, Mo 
California-Western States, Sacramento 
Canada Life, Toronto, Canada 

Capital Life, Ottawa, Canada 

Capitol Life, Denver, Colo. 

Carolina Life, Columbia, 8. C 

Cedar Rapids Life, Cedar Rapids, Iowa 


Central Life of Ill, Chicago, Ill 
Central Life, Des Moines, Iowa 
Centra! Life, Fort Scott, Kans 
Central States, St. Louis, Mo 
Chicago Nationa!, Chicago, Ill 
Colomal Life, Jersey City, N. J 
Colorado Life Co., Ane § Colo 
Columbia Life, Cincinnati, Ohio 
Columbian Mutual, Memphis, Tenn 
Columbian National, Boston, Mass 


Columbus Mutual, Columbus, Ohio 
Commercial Life, Edmonton, Canada 
Commonwealth Life, Louisville, Ky 
Confederation Life, Toronto, Can.. 
Connecticut Genera!, Hartford, Conn 
Connecticut Mut. Life, Hartford, Conn 
Conservative Life, South Bend, Ind. 
Conservative Life, Wheeling, W. Va. 
Continental American, Wilmington, Dei. 
Continental Life, Toronto, Canada 


Continental Assurance, Chicago, III 
Continental Life, Washington, D. C 
Continental Life, St. Louis, Mo... 
Continental National, Denver, Colo 
Cornbelt Life, Lincoln, Neb. 
Cosmopolitan Life, Chicago, Ill 


» Cosmopolitan Old Line, Lincoln, Neb 


Country Life, Chicago, Ill. 
Crown Life, Toronto, Can. 
Detroit Life, Detroit, Mich 


Dom. of Canada Gen’l, Toronto, Ont 
Dominion Life, Waterloo, Ont. 


Dixie-Atlas-Republic, Nashville, Tenn... 


Durham Life, Raleigh, N. C. 
Eastern Life, New York. ... 
Empire Life, Toronto, Ont. 
empire L. & A., Indianapolis, Ind 
Equitable Life of U. S., New York 
Excelsior Life, Toronto, Ontario. . 
Equitable Life, D. ( 
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STANDING 


Total 
Admitted 
Assets 


3 
13, 231, 767 
44, 672,973 
276,245 
437, 949,074 
741, 696 
3,349,975 
1,116,339 
5,598, 358 
18, 530, 588 
100, 128 


1,866,491 
561, 780 

¥ 3,179,211 
17,373, 666 
830, 267 
358, 898 
3,333,120 
47,681, 788 
1,004,598 
200,177 


1,419, 606 
69,076 
3,112,577 
9, 180,555 
1,736,523 
24, 285, 305 
2, 932, 388 
14,791,897 
724,427 
165, 677 , 027 


41, 280, 288 
2,959,012 
22,748,316 
169, 865 
5,425, 862 
302,847 
10,359, 666 
49,583, 953 
11, 161, 682 
1, 154,745 


1,181,371 
188,817 

298, 335 

8, 651,637 
44,518,783 
204, 778,372 
2,818, 288 
11,121,616 
1,502, 362 
+, 436, 661 


10, 290, 648 
38,151,114 
2.758, 022 
18, 123,210 
2,048,175 
17,524, 671 
2,321,124 
4,621,118 
4,822,019 
42,800,501 


21,004, 282 
1, 692, 296 
14, 169, 222 
88, 221, 263 
154, 176,245 
210, 124, 399 
2, 566, 556 
6,597, 635 

14, 442, 604 
7,538,903 


16, 859, 459 
2 , 673, 919 
17,232, 567 


1,195; 586 
16, 654,078 
9,800,004 


3, 708, 153 
25,720,021 


1, 400, 232" 748 
18, 497, 608 
9,334, 853 


AND BUSINESS IN 1931 oF 
AND CANADA 


UNITED STATES 
Surplus 
(Assigned or Premiums Total 
Unassi pee) iv Income 
End of in Year in n Year 
$ $ $ 
489, 692 2,555, 128 11, 945, 859 
2,251, 142 9,873, 764 12,535, 538 
144,723 158,013 190, 049 
42,825,991 80, 583, 243 102, 630, 704 
284,144 728,114 815, 26 
459, 253 427,679 600,110 
751,527 307,724 355, 367 
530, 035 1,061, 560 1,410, 961 
946, 832 3,748,099 5,075,474 
13,442 60, 446 65,844 
106, 062 330, 999 465,581 
300, 999 207 , 063 320,171 
225, 000 688, 168 869, 404 
1,277, 967 2,526,734 3,428, 205 
619, 671 176, 707 242,979 
231,48 221,393 261, 465 
393,411 473,125 807,590 
8,354, 632 13,322, 894 15, 842,940 
211,544 370, 751 450, 290 
110, 703 150, 220 199, 109 
591, 629 440, 230 819, 383 
8, 188 67,753 70, 673 
566, 985 442,010 601, 220 
1,391,439 1,590,560 , 2,448,635 
438, 832 1,531,749 1, 628, 069 
1, 622, 800 4,649, 752 6,105,059 
476, 367 736, 130 971,276 


2,240, 697 
159, 122 
5,379, 448 


2,063,179 
535, 253 
2,281, 980 


764,471 
300, 622 


143, 089 
122, 523 
168, 253 
1, 131, 364 
3, 484,557 
9, 700, 365 
139, 833 
1, 195, 359 
135, 703 
244, 865 


964,374 
4, 296, 906 
120, 534 
1,580,498 


3, 553, 333 


2,382,495 
195, 222 
2,381,127 
8, 752, 867 
2,290,478 
718, 989, 005 
238, 597 
833, 661 
2,176,216 
710, 132 


3, 509, 658 
325, 003 
1,310, 087 
321,581 


542, 456 
836, 925 


1, 691,043 


510 
108, 383 , 674 
2,732,229 
830,470 


2,978,034 
1, 149, 250 
32, 108, 228 


4,053, 763 
1,576, 239 
3, 667, 228 
70, 468 
1,082,590 
45, 760 
1,709, 052 
6, 758, 631 
3, 100,874 
477,728 


1, 196, 903 
71, 643 

14, 535 
2,340, 658 
4,861,829 
38,339, 592 
529, 542 
1,733, 624 
961, 891 
653,024 


1,623,974 
6,071, 189 
383, 994 
3,069,522 
461,216 
5, 130,813 
870, 657 
564,375 
1,048, 845 
5, 784, 631 


4,517, 281 
341, 909 
3,273, 282 
14,551, 534 
30,714, 494 
33,549, 667 
601, 449 
1,215,117 
2,585, 670 
1,217, 153 


3,779, 658 
$1,704, 161 
3, 155, 285 
167,472 
57,907 
100, 549 
705,015 
929,770 
3,875, 757 
1,955, 128 


202, 590 
4,747,019 





3, 706, 152 
1,221, 132 
42, 200, 572 


522, 449 


1,246, 832 
99,193 

27, 664 

6, 136,075 
33,819, 155 
50,077,811 
681, 658 

2, 460, 887 
1,044, 607 
860, 738 


2, 196, 367 
8, 133, 278 

526, 630 
7,968,471 

521,297 
6,089, 185 
2,313,512 
1,025,733 
1,332, 122 
8,196, 270 


6,076,529 
440, 266 
4,018,317 
19, 800, 354 
39,716, 633 
44, 963,821 
736, 830 
1,583,494 
3,519,377 
1,670, 243 


4,514, 352 
81,790, 547 
4, 150,559 
273, 556 
132, 283 
210,009 
784, 339 
966, 452 
4,967,401 
2,427,190 


234,423 

6, 554, 608 
484,240 
2,079, 298 
336,418 

630, 523 
426, 048 
362, 068, 107 
, 848,191 

2, 862, 669 


Total 
Payments to 
Policyholders 

in Year 


$ 
1,722, 985 
4,645,726 
6, 660 
62, 964, 597 
337 , 002 


3,026,044 
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0, 340, 391 


ty 


3,062,051 
675,822 
3, 164,329 
3,440 
697,217 
14, 134 
884, 191 
6,411, 762 
, 848, 450 
119, 199 


792,672 
9,627 
259 
627,723 
, 101,517 
, 393, 268 
340,046 
1,539, 459 
446, 132 
346, 526 


ts 
ow 


1,356,396 
4,036, 438 
275, 952 
2,509,854 
298, 143 
2,218,418 
248, 988 
518,380 
837, 543 
4,970,779 


2,721,066 
106, 299 
1,411,664 
9,398, 140 
21, 620, 948 
23, 638, 649 
335, 292 
872,078 
1,540, 481 
775,973 


1,523,399 


1, 491, 325 


59,847 
3,084, 612 
142,315 
890, 499 
111,461 
104, 702 
88,075 
196, 914, 039 
2 


000, 065 
1,053, 255 


Total 
Disbursements 
in Year 


83, 124,845 
741, 644 
504, 824 
274, 283 

1,260, 795 
4,584, 545 
35, 289 


317, 692 
159, 043 
742,078 
2, 767, 894 
328, 646 


11, 492; 878 
204, 666 
207. 604 


593, 968 
69,011 
467, 882 


3,304,093 
1,229, 999 
27, 126,074 


4,307,750 
1,390, 188 
4,428, 567 
92,386 

1, 243, 407 
84,677 
1,414, 606 
8,503, 822 
3,336, 782 
353, 181 


1, 164, 868 
73,726 

19, 832 
5,348, 180 
10,111,775 
32,933,371 
563,792 
2,337,119 
979, 661 
603, 991 


2, 109,018 
5, 653,050 

528,777 
3, 908, 495 

575,075 
5,210,925 
1, 644,722 

751,046 
1, 284,071 
6, 987, 068 


3,959, 183 
220,526 
3,126,520 
13, 456, 359 
29,094, 475 
30, 948, 142 
647,574 
1,398, 495 
2,409,541 
1,270, 568 


3,127, 402 
1, 529,939 
3, 674, 098 
178,729 
120,372 
64,520 
260, 956 
463,046 
3,238,370 
2,293,720 


2,101,545 


Lire INSURANCE COMPANIES OF THE 





New 
Business 
Paid for Whole Gain in 
in Year Amount Amount in 
(Including in Force at Force in 
Revivals) End of Year Year 
. $ x 
r72, 163,071 86,312,032 57, 958,535 
55, 677, 708 364,519, 590 5, 322, 331 
2,577, 869 5,997,919 869,219 
, 403,205 3,780,832,821 —47,025,955 
9,564, 947 11,537,114 720,827 
2, 254, 222 15,116,275 —708 , 680 
6, 650, 087 21,179,950 2,103,201 
28,614,219 35, 166, 660 —236, 503 
44,585, 471 227,759,411 —8, 286, 504 
’ 2,353, 500 —21,700 
2,611,021 11, 308, 056 225, 266 
20, 285, 568 18, 383, 568 218, 383,568 
5,774,806 21,712,104 283, 968 
9,450, 152 93, 678, 267 —5, 285,111 
3,761, 925 11,237,439 %—2,635,456 
4,684,114 8,559, 614 3,179,614 
4, 105,81 17,557, —1,080, 561 
198, 642, 193 542,054,101 —30,914,290 
16,495, 382 13, 162, 659 —972" 790 
11,353, 619 7, 836,816 1,309, 804 
5, 289, 885 15, 112, 954 —1,305, 432 
746, 600 931,350 549, 300 
3, 642,913 13, 698, 783 1,293,326 
28,324, = 472,089, 969 14,311,741 
8, 772.09 22,749, 151 —2, 227,361 
17,389, O77 165, 670, 021 —8, 454,117 
10,387,979 30,014, 252 1,469, 688 
32, 649, 024 88,214,710 535,419 
22,819, 621 18, 174,272 —3,376, 258 
92,421, 036 913,145,620 —28,759,465 
13, 369, 087 146, 039, 726 —316,057 
45,791,787 65,375,348 4,562, 469 
17, 225, 916 125,055,045 —6, 972,824 
1,981,380 2, 185, 880 1,801, 880 
7,670,000 40,457,532 —3, 423,929 
2,401, 463 5,211,406 —2,405, 394 
12, 169, 968 61,092, 909 781, 684 
27, 660, 231 233,421,815 2,968, 254 
34, 106,214 71, 139, 902 2,803, 610 
78,775,917 22,602, 727 510, 260 
6,761,294 24,831,394 —7,395, 606 
2, 165,527 3, 157,089 116, 989 
2,544, 268 3,005, 245 1,893, 876 
36, 623,793 93, 693, 250 2,593,037 
7186, 144, 175 262,057,813 153,981, 064 
126, 672, 340 1,028,439, 182 13,890, 900 
3,651,717 20, 150, 957 —531, 373 
13, 730, 632 70,094, 769 —2, 754,809 
5228 000 52,021,890 5—183, 722 
2,989,818 24, 164, 839 122, 566 
8,712,230 65,974,425 —6, 806, 368 
15, 410, 279 189,018, 582 —4,917,751 
2,397,533 17,570,037 —2, 693,700 
753,875, 193 122, 289, 083 17,775, 388 
8,198,798 30,159,770 —18,741,463 
60, 194, 270 126, 980,459 6, 059, 237 
18,619, 518 30,384, 560 5,066, 290 
9,752, 528 33,331, 682 6, 175,529 
4,710,029 36, 606, 183 —3,527, 631 
19, 041, 960 212,586,470 —17,169,647 
19,047, 465 139, 544, 643 2,471,376 
1, 654, 167 10,527,083 —293, 926 
36, 148, 264 117,313, 425 —1, 865,129 
53, 852, 452 381,085, 182 12,058, 612 
173,153,517 1,201,621,469 —27,918,143 
113, 154,037 967 , 236, 495 17, 862, 505 
6,371, 664 27,377,739 —1,343, 257 
11, 402, 637 39, 295. 996 —883 , 072 
20,066, 682 107, 941, 587 4,150, 143 
6, 637, 055 38, 808, 961 —1,394, 033 
38,465,594 151,929,722 6,044, 571 
34, 759, 823 $40,794,375 3, 162,945 
21,392, 188 109,316,776 411,767 
3, 138, 624 6, 165, 955 656, 955 
1,771,900 1, 607, 100 91,607,100 
16,721 6,597,111 —107,337 
1, 686,525 4, 079. 355 986, 643 
14, 724, 250 43, 768,000 8,516,750 
26, 681, 189 136, 684, 208 2,347,101 
11, 262,532 67, 124,332 —3, 153,864 
1, 636, 202 7,472, 487 353, 857 
21,602,024 148, 489, 529 3,043,953 
10 3,077,986 © —1,737,542 
29,014,818 37,019,399 —4,590,342 
1,751,525 11,559, 084 — 1,849, 667 
3,595,846 18, 246, 292 —1,871, 123 
14, 283, 820 9 ,790,7 — 462,027 
1664, 976, 613 %5, 631,716,673 —15,016,878 
19, 919, 462 98 ,020, 207 —2,061,879 
21,820,559 63, 364, 193 —243,054 





(C icine on page 10) 








“Available and Safe” 


ly addressing the delegates to the 
annual meeting of the New York 
State Association-of Local Agents 
at the annual banquet held Tues- 
day evening, at Syracuse, N. Y., 
George S. Van Schaick, superin- 
tendent of insurance of the State 
of New York, stressed the fact that 
the insurance department is in no 
antagonistic position to insurance 
companies or to their representa- 
tives. The common objective, he 
said, is to place insurance on such 
a plane as to make it available and 
safe for all who need its protection. 

An agent might feel that his 
part in such a common objective 
was mainly the making of insur- 
ance available to as many persons, 
or, to use the insurance terms, to 
as many prospects as possible from 
day to day. The question of safety, 
he might assume, was distinctly 
the business of his company or, 
perhaps even more so, of the regu- 
latory forces set up by law in the 
person of the insurance commis- 
sioner or other person designated 
by the statutes. 

The conscientious agent, how- 
ever, the man who appreciates the 
dignity of his calling and rightly 
realizes that he serves others while 
he makes his own livelihood, 
knows that he too has a distinct 
part in making insurance safe as 
well as available. That fact was 
also stressed indirectly by Mr. Van 
Schaick when he asserted that such 
a regulatory measure as the agents’ 
qualification law quite properly 
came from the agents themselves. 

Insurance agents, Mr. Van 
Schaick, pointed out, like insurance 
brokers, have to face more gruel- 
ling competition in these times of 
depression than at any former 
time and as a result, he said, the 
insurance agent who will do well 
in the competition is the one who 
keeps abreast of the times, knows 
the progressive changes in the in- 
surance law and keeps informed 
as to current practices and de- 
cisions. The new qualification re- 
quirements, he asserted, will place 
all the agents on their mettle, and, 
he said: “More than ever before it 
will be a race not of the swift but 
of the qualified.” 

The agents assembled at Syra- 


Editorial 


With the Editors 


cuse as well as agents all over the 
country each year are learning 
more and more that their best in- 
terests lie in seeing that their fel- 
low agents are not only honest men 
but also able men, that the stand- 
ards for entry into that great army 
of insurance workers must ever be 
raised, and that in promoting such 
measures they help greatly in mak- 
ing insurance safe as well as mak- 
ing it available. 





Ill Advised Proposal 


N his address before the Actuarial 

Society of America, Retiring 
President Wendell F. Strong em- 
phasized an everlasting truth when 
he reminded that life insurance is 
essentially a medium for the pro- 
tection of the beneficiaries, but the 
most drastic error the business 
could possibly make would be to 
adopt his suggestion that cash sur- 
render and loan values of policies 
be limited by legislation. As he 
further pointed out in his talk, 





THINK IT OVER 


—Sir James jeans, famous British 
scientist, recently expounded his theory 
that the universe is like a stick stand- 
ing on its point, and steadily falling over 
at a constantly increasing speed. 

—Thank goodness, here is something 
new for us poor mortals to worry about. 
Maybe it'll get our minds off some of 
the real and imaginary evils that threaten 
our peace of mind. 

—"But,” continues Sir James, “the 
infinitesimal amount of the fall would 
require an eternity of time.” 

—So this, like many of our other 
worries, goes to pot. Imagination is a 
wonderful thing at times. Without it 
we could never have created this won- 
derful, complicated, worrisome and far- 
from-perfect civilization of ours. 

—But imagination unrestrained and 
unconfined can also create fears, panics 
and all sorts of catastrophies. 

—Therefore when we get to worry- 
ing about some of our present-day prob- 
lems, many of which are in process of 
being straightened out, let us reflect a 
minute on this immeasurable, falling 
universe of ours, and then we'll agree 
with Puck, when he said: “What fools 
these mortals be.” 

Everit B. Terhune 














competition between companies 
will assure that such values are 
maintained at a sufficiently high 
proportion of reserve value; as he 
might well have pointed out, he 
together with his brother actu. 
aries, will see to it that cash and 
loan values never become too high, 


Mr. Strong, of course, was not 
concerned with this danger. He 
was concerned with the fact that 
the abnormal run on life insurance 
companies for cash during the past 
two years has lessened by many 
millions the protection that would 
otherwise be available for benefi- 
ciaries and at the same time has 
made necessary a state of liquidity 
in life insurance investment pro- 
grams to such a degree as to mili- 
iate against investment returns. 


While it is undeniable that life 
insurance funds fill their primary 
function and their most glorious 
mission at maturity of contract, it 
should never be lost sight of that 
every dollar of the reserve in a 
policy belongs to the man who 
bought the policy. The more ac- 
cessible those dollars, the more 
confidence the policyholder will 
have in life insurance and the more 
he will turn to this medium of in- 
vestment and protection in future. 


As for the obligation to depend- 
ents, it must be borne in mind that 
dependents have shared in the pro- 
ceeds of our loaned _ millions 
throughout these trying years; 
they have had from such sources 
sustenance which they might have 
required as urgently as ever they 
will in the years in which the con- 
tracts were scheduled to terminate. 


It is regrettable that a long 
period pf depression must inevit- 
able bring about heavy demand for 
cash reserves from the life insur- 
ance policyholder and that such 
demand necessitates curtailed divi- 
dends, but if the policyholder is 
offered his choice of liberal loan 
privileges or dividend return, he 
will be pretty certain to choose the 
loan favors. 

The life insurance job is still 
primarily a selling job. Any legis- 
lative proposal smacking in any 
degree of restriction against the 
policyholder, however nobly com 
ceived, would do untold harm te 
the business. 


THE SpectTATOR 
Mav 26, 1932 
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| 7 
Weekly News Review 
One hundred leading casualty, surety 
and miscellaneous insurance companies 


showed an underwriting loss ratio of 
63 for the year 1931. 





Life insurance production in April 
was 19.7 per cent less than April, 
1930. 





The business of the Mississippi Val- 
ley Life Insurance Company of St. 
Louis, Mo., has been reinsured in the 
American Life and Accident, the De- 
troit Life and the Republic of Dallas. 





Manhattan Life of New York has 
reinsured the business of the Guaranty 
Life of New York. 





J. S. Thompson, vice-president of 
the Mutual Benefit is elected presi- 
dent of the Actuarial Society of Amer- 
ica. 





Pacific States Life of Hollywood, 
Cal., purchases stock control of the 
Chicago National Life. 





Follett L. Greeno of Rochester is 
elected president of the Insurance 
Federation of the State of New York. 





Fire losses in April in Canada are 
reported as $2,648,815 as against $3,- 
602,300 April, 1930. 





Merchants Fire of New York acts 
upon a proposal to reduce the capital 
stock from $4,000,000 to $1,750,000 
reducing par value from $10 to $2.50 
and adding $2,250,000 to surplus. 





Bankers Indemnity of Newark au- 
thorizes the issuance of 4,000 addi- 
tional shares of $25 par value to stock- 
holders at $125 per share adding $500,- 
000 to capital, $400,000 to be trans- 
ferred to surplus capital account then 
amounting to $1,100,000. 





Plans for the merger of the Public 
Indemnity of Newark and the Inde- 
pendence Indemnity of Philadelphia 
are abandoned. 





Standard Accident, Detroit, reduces 
capital from $2,500,000 to $1,000,000 
transferring difference to surplus. 





Aetna Fire announces reinsurance of 
outstanding business of Industrial of 
Dallas, Tex. 





_ General States Fire of Omaha is be- 
img organized. 





The Prudential Fire of Oklahoma 
is reinsuring in the Liverpool & 
London & Globe. 





Surplus of Federal Union is increased 
$500,000 contribution by stock- 
rs. 





Fidelity & Deposit propose to reduce 
capital from $6,000,000 to $2,400,000 
reducing par in same proportion. 


Tae SpEcTATOR 
May 26. 1932 
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Fire Underwriter:—‘‘Look here, do 
keep bothering us?” 


SOUNDINGS 


By ROBERT WADE SHEEHAN 


GOOD deal of money will be spent, a 
precious amount of time absorbed 
and a vast volume of pulp and printer’s 

ink consumed in connection with the annual 
.conventions of a score or more insurance 
organizations during the latter months of 
1932. The times being what they are, it is 
conceivable that very few of these conventions 
will be held solely for the social delights which 
they afford. In this day of ruthless budget- 
balancing will these meetings stand the test of 
ultimate worth? 

It is our opinion that if the insurance busi- 
ness realized on the full potential value inher- 
ent in its organizations then this branch of 
activity would be one of the very last to be 
curtailed. If ever forums were needed for the 
mutual discussion of problems, it is in this 
year of grace. 

All the trade associations within the insur- 
ance business face an unprecedented oppor- 
tunity for service of the highest kind. From 
the research organizations the members want 
facts and figures that will show what lines, 
what territories and what class of buyers are 
making the best showing during this period 
of economic stress. From organizations which 
have to do with rate-making, the companies 
want the utmost in scientific skill tempered 
with broad and human understanding ; in other 
words, rates that will permit careful under- 
writers to make a profit and still compete 
successfully for dollars which have a greater 
purchasing power than formerly. From or- 
ganizations whose concern is the maintenance 
of ethical standards, both companies and 
agents want a frank reaffirmation and enforce- 
ment of principles. 
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Current Economic Trends 


According to George A. Miller in 
the New York Evening Post, life in- 
surance companies have invested dur- 
ing the week ending May 14, $6,645,- 
671 of this 41.5 per cent was in mort- 
gage loans on city property, 26.2 per 
cent in State, county and municipal 
bods, 13.0 per cent in farm mortgages, 
7.7 per cent in United States Govern- 
ment bonds, 7.2 per cent in miscel- 
laneous bonds. 






Bank failures during April were the 
lowest in ten years. Only six closed 
during the month against 250 monthly 
average in 1931. 






The petroleum industry is the first 
important raw material one to show 
evidence of adjusting production to 
consumption. The total three month 
demand was 164,490 barrels against 
supply of 209,150. 





Norman Thomas of New York is 
named the candidate of the Socialist 
party for the presidency of the United 
States. 





Steel ingot production last week 
was at 23 per cent of plant capacity 
against 22 per cent the week previous 
and 21% per cent average in April. 





Prices on the London Stock Ex- 
change remained steady last week, the 
average standing at 55.4 on May 19. 





Total of French imports in April 
were 2,837,000,000 francs for an in- 
crease over March of 219,000,000 
francs. Exports aggregated 1,742,000,- 
000 francs for an increase of 22,000,- 
000 francs. 





Average price of 25 railroads on the 
New York Stock Exchange decreased 
from 14.58 on May 16 to 13.64 on 
May 15, 25 industrials decreased from 
80.16 to 79.29. The combined aver- 
age decreased from 47.37 to 46.46. 





Foreign bond averages (10 issues) 
decreased from 87.02 on May 16 to 
85.31 May 21, 40 domestic bonds de- 
creased from 57.68 to 56.40. 





Wheat prices on the Chicago Board 
of Trade were 55% to 6% cents on 
futures. December wheat closing 
price was 64.38. 


. 





Government statistics indicate re- 
duction in grain crop. 





Fisher's Index closed the week at 
61.1 as compared to 61.4. This index 
is based on 100 as the average of 
1926. 





The tonnage of candy decreased but 
10 per cent, according to the National 
Confectioner's Association. Prices 
were at. pre-war level, however. 





Construction contracts let in thirty- 
seven Eastern States during the period 
May | through May 14 totaled $63,- 
079,100, according to F. W. Dodge 
Corporation, as against $58,169,600 in 
the first half of April. 








NAME AND 
LOCATION OF COMPANY 


Reitalis Life of Ia., — Moines, Ia. 
Equity Life, Omaha, N 
Eureka-Maryland, 1. Md. 
Farmers and Bankers, Wichita, Kans . 
Farmers and Traders, Syracuse, N.Y 
Farmers Union Mutual, Des Moines, Ia 
Federal Life, Chicago, Ill. 
Federal Reserve, Kansas City, Kans 
Federal Union, Cincinnati, Ohio. 
Fidelity Mutual, Philadelphia, Pa 


Fidelity Union, Dallas, Tex 

Franklin Life, Springfield, Til. 

General Mut., Van Wert, Ohio. 

George Washington, Cnarleston, W. Va 
G'braltar L. & A., Denver, Colo. 
Girard Life, Philadelphia, Pa. 

Globe Life, Chicago, Ill 

Great American, Denver, Colo 

Great American, Hutchinson, Kans 
Great National, Dallas, Texas 


Great Northern, Milwaukee, Wis. 
Great Republic Life, Los Angeles, Cal 
Great Southern, Houston, Tex.. 
Great West, Winnipeg, Man... 

Great Western, Des Moines, Ia.. 
Guarantee Mut., Omaha, Neb.. 
Guaranty Income, Baton Rouge, La 
Guaranty Life, Davenport, Ia. . 
Guaranty Life, N. Y. 

Guaranteed Securities. Topeka, Kans 


Guardian Life of Amer., N. Y. 

Gulf Life, Jacksonville, Fla.... 

Gulf States Life, Dallas, Tex 
Hamilton National, Los Angeles, Ca! 
Harvester Life, Dallas, Tex. 
Hawkeye Life, Des Moines, Ia. 

Home Friendly, Baltimore, Md.. 
Home Guardian Life, Lincoln, Neb. 
Home Life of Amer., Wilmington, Del 
Home Life of N. Y., New York 


Home State Life, Oklahoma City, Okla 
Illinois Bankers, Monmouth, IIl. 

Ulinois Life, Chicago, Ll. 

Imperia! Life, Toronto, Ont 

Imperial Life, Asheville, N. C. 
Independent Life, Nashville, Tenn 
Indianapolis Life, Indianapolis, Ind 
Industrial Life & Health, Atlanta, Ga 
International Travelers Asan., Dallas, Tex 
Inter-Southern Life, Louisville, Ky 


Interstate L. & A., Chattanooga, poe 

Jefferson Standard, Greensboro, N. ( 

John Hancock Mut., Boston, Mass 

Kansas City Life, Kansas Gy, Mo 
Life, Topeka, Kans 

Kentucky Central L. & A.. 

Knights Life, Pittsburgh, Pa. 

Lafayette Life, Lafayette, Ind 

Lamar Life, Jackson, Miss. 

Liberty Life, Topeka, Kans. . 


Liberty Life, Greenville, 8. C. ; 
Liberty National, Birmingham, Ala. 
Life and Casualty, Chicago, Ill. . 

Life and Casualty, Nashville, Tenn. 
Life Insur. Co. of Va., Richmond, Va. 
Lincoln Liberty Life, Lincoln, Neb.. 
Lincoln National, Ft. Wayne, Ind.. .. 
lincoln Reserve Life, Birmingham, Ala 
London & Scottish, London, Eng. 
London Life, London, Ont... 


Manhattan Life, New York... 
Manhattan Mutual, Manhattan, Kans. 
Manufacturers Life, Toronto, Ontario. 
Maryland Life, Baltimore, Md. 
Massachusetts Mutual, Springfield, Mass 
Massachusetts Protective Life, Worcester 
Metropolitan Life, New York, N. Y. 
Michiedn Life, Detroit, Mich . 
Mid-Continent Life, Oklahoma City, Okla 
Midland Life, Kansas City, Mo.. .. 


Midland Mutual, Columbus, Ohio 
Midland National, Watertown, 8. D. 
Midwest _ Lincoln, Neb.. 
Minnesota Mutual, Boston, Mass.. 
Minnesota Mutual, St. Paul, Minn. 


Missouri Insurance s St. Louis, Mo 
Missouri State Lift St. Louis, Mo. 
Missouri Valle: Life, Lincoln, Neb.. 
Modern Life, . Paul, Minn. . 
Monarch Life, 8 , Mass. 
Monarch Life, Winnipeg, Man. 
Montana Life, Helena, Mont.. 


Mutual of para Baltimore, Md 
Mutual Life of N. Y., New York, N. Y.. 
Mutaal Life of Canada, Waterloo, Ont.. 
Mutual Trust Life, Chicago, Ill. 
National Equity Life, Little Rock, “Ark, 


Total 
Admitted 
Assets 


$ 
128,815, 404 


5,349,079 
1,312,401 
14, 354, 961 
9, 205, 135 
4,098, 251 
98, 138,7 


1, 206, 
32, 248, 53 





‘018 
470, 355 


5, 507, 207 
5, 292, 425 
41,003, 923 
135,571,241 
2,001,571 
16, 205, 678 
649.5 
6,915, 
938,! 
367 , 987 


91,819,758 
1,751,179 
1,328, 085 

445,281 
1, 205, 6: 
1, 674, 
2,413,247 

288, 
12,615, 5 
79, 149, 252 


959, 3 
19,011, 
41,948, 
66, 147, 7! 

1,318, 2: 
1,755, 


, 953 
, 330 
’ "$41 
12,726,077 
72, 970, 833 
, 498 
, 326 
, 992 
10, 246, 347 
, 418 


761 
,171 
115, 498, 107 
5, ,373 
426,899, 037 
3,348,045 
3,500,115, 654 
5, 643, 899 
5,012,615 

5, 555, 866 


21,362,075 
5,718, 190 
4,652, 207 

751,842 
27,896, 604 
846, 430 
154, 944, 350 


Surplus 
(Assigned or 
Unassigned ) 
End of Year 


f 
10,529, 969 
158,971 
674,299 
, 477, 667 
563,931 
118, 041 
742, 873 
799,978 
375, 275 
, 121,465 


247,357 
, 690, 812 
160,516 
402, 692 
120, 113 
, 544, 305 
344, 598 
134, 781 
260, 492 
287, 212 


561,581 
467, 299 
4,796, 702 
,017, 272 
378, 231 
2, 243, 825 
202, 446 
347,840 
874, 983 


173, 222 


9,006, 386 
514, 683 
383 , 028 


ws to 
t 
el : 
re) 
uo 
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246, 989 
312,730 
871,063 
, 320,879 
125, 635 
477, 286 


to 


549, 096 
, 309, 405 
, 630, 028 
, 903, 830 

660, 927 

722,316 

435, 463 

510, 784 

986 , 546 

540,734 


suse 


264, 486 
318,591 


o none 
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"306. 525 


, 259, 692 


24,873,412 


B 
- 
~ 


347, 
1 


—th 
~ 
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770, 178 


1,062,085 
1, 693 , 673 


Premiums 
Received 
in Year 


$ 
20, 628, 435 
192, 355 
1, 648, 288 


14:872'025 


614, 657 
5, 932, 730 
39,821 
706, 885 
44, 400 
981, 787 
827,219 
54,835 
343, 204 
176, 608 
532 
668 
411 
242 


865, 
997, 
6,645 
20, 252, 
474,047 

1, 887, 488 
251, 658 

, 853 
86, 606 
273, 685 


70, 646 
3,026 
697,744 
74,149 
222, 847 
5, 218 
908 

"10 7. 001 

, 263, 082 
11,992,273 


734 
2,421 
, 802 
058 
$4814, 277 
, 268 
7/399 
441 

39,791 
3,440, 262 


i , 406 
10, 876, 025 
, 198 
, 930 
, 820 
, 145 
, 653 
007 
, 526 
, 383 


, 082 
, 955 
, 589 
4, 403° 570 
12, 677, 965 
1,087, 682 
21, 462, 858 

366, 647 

623,337 
13, 769, 342 


2, 638,006 
183,759 

22, 155, 963 
533,378 
73,415, 652 
788,721 
706, 418, 506 
936, 644 
1,080, 631 
1,061, 987 


3,907, 669 
649, 763 
615, 556 


27,701,976 
57,256 
475, 647 

452, 698 


1,650, 253 
1,766,777 
1, 136, 944 


173, 342, 233 
18, 889, 323 
5, 906, 343 
264, 861 


(Continued from page 7 ) 


Total 
Income 
in Year 


$ 
28, 542,115 
231,562 


20, 309, 418 


670, 639 
7,509,512 
55, 256 
1,013,321 
76,561 
376, 609 
, 004, 362 
145, 606 
456, 095 
322,754 


—— 


, 135, 872 
527, 588 
, 251,318 
, 004, 666 
512,442 
306, 531 
357,050 
, 981,437 

131,277 

286, 585 


wy 
Dm me 


to 


22, 582, 72 
1,521, 983 
803, 147 
100,017 
281,373 
385, 736 
1, 558, 060 
122,213 
3,910, 924 
16, 522, 496 


553, 460 
10, 809, 853 
6, 484, 087 
14, 269, 397 
884,052 
765,392 
4,129,034 
3, 233, 426 
39, 884 

6, 504, 488 


1, 238,319 
14,319,335 
7,004, 142 
6, 906, 207 

884,316 

799,401 
544, 786 
246, 054 


ome 
© 


1,310, 771 


Tota! 
Payments to 
Policyholders 

in Year 


3 
13, 123, 863 


ll, 878, 730 


58,800 

4, 549, 435 

6, 560 

567 695 
(nil) 

768,014 

338,712 
(nil) 

147,097 

29, 036 


589, 780 
757, 609 

5, 443,529 
14,598,344 
89,789 
1,350, 525 
108 , 283 
840, = 








61 a3 


11,175,051 
438, 604 


1,876, ‘967 
9.710, 422 


47,724 
3,075, 137 
3,844,596 
7,637,748 

246,191 
188, 138 
1,349,498 
1,305,784 
1,518 
3,116,270 


495 , 665 
8,520,802 


436, 226 


235,021 
547,691 
92,071 
1,697,617 
7,092,314 
244,311 
13,979, 921 
310,777 


Total 
Disbursements 
in Year 


15,360,614 


2,438 
, 120 
34,142 
, 483 
36,710 
1, 132, 186 
683 , 067 
105, 609 
319, 034 
185, 080 


996,218 
1,201,552 
8,518,006 

19, 919, 878 
}, 885 
, 536 
7,235 
5,386 
, 631 
, 496 


15, 937,994 
1,269,304 
, 705 
04,851 
, 365 
292,097 
1,512, 367 
84, 564 
3,400,900 
12,800, 618 


459, 615 
6,110,412 
6,325,710 
10,420 107 

755, 989 

675,374 
2, 189,534 
3,175, 483 

43,744 
4,645, 121 


1,160,510 
11,576, 961 
121,614, 489 
11,038,815 
655, 495 
640, 402 
1,228,093 
851,790 
1,856, 628 
771,161 


639, 427 
1,308, 992 
255, 629 
4,533, 649 
13,098, 477 
659, 434 
20,011,578 
599, 306 
987,424 
10,735,829 


823, 846 


16, 807,514 
438 , 069 
228, 736 


New 
Business 
Paid for 
in Year 

(Including 
Revivals) 


$ 
65, 585, 681 
1, 167,836 
23,901, 756 
11, 200, 137 
6, 629, 242 
2, 634, 000 
21,310, 767 
4,869, 225 
16, 405, 757 
43, 938, 522 


9, 080,327 
39, 957,610 
638 , 500 

4, 626, 166 
1, 106, 250 
3,733, 149 
7, 641, 668 
2,564, 609 
3,075,712 
2, 638 , 326 


8, 101, 787 
6,882,374 
49,178, 907 
60,791,232 
4,321,843 
13, 994, 802 
3,419, 942 
8,651,841 
3,181,981 
3,664, 800 


68, 878, 684 
28,751,850 
8,044,854 
1, 454, 500 
3, 299, 866 
1,972, 508 
15,331,877 
4,588,500 
25,073, 882 
48,889,821 


21,550, 550 
19, 131,350 
15,417,651 
31,654, 702 
10, 296, 295 
11,586,055 
16, 191,913 
54,797,472 
1,028, 155 
11, 480,018 


36, 788, 404 
52,592,704 
790, 959, 640 
73,359, 838 
6,539, 459 
26, 563, 500 
22, 200, 842 
4,151,719 
11,992, 481 
3,896, 469 


30,301,537 
26,532,598 
4,242,428 
115, 330, 126 
115, 553, 890 
6, 247,635 
236, 449, 028 
6, 164, 822 
1,312,306 
107, 799, 446 


7,673,129 
758,479 
75,414,330 
2,122,243 
237,815,790 
6,054, 090 


, 430, 199, 381 


8,750,373 
6,087,024 
10, 198, 495 


13, 697 , 530 
4,431,869 
2, 267 , 887 

84,774 

45, 148, 848 

8, 293,839 

157,237,348 
364, 100 
1,802,217 
4,952,073 


9, 694, 339 


7,014,779 
12,018, 530 


1, ‘679, 046 





3, 


9? 


19, 


Whole Gain in 
Amount Amount in 
in Force at Force in 
End of Year Year 
$ $ 
648, 765, 618 4, 262, 878 
5,978,694  —2,201,967 
62,468,119 —5, 461, 855 
49,757,612 —782' 958 
37,075,530 916,083 
13, 508, 670 42, 737 
133,385,481 —11, 151,86) 
58,273,002 —5, 236,005 
37,726, 838 101,243 
423, 345, 198 ~ 984) 298 
28, 509, 830 2, 430, 564 
225, 215, 066 86, 284 
1, 101, 250 576.500 
26, 235, 748 —475, 808 
1, 106, 250 131, 106, 250 
* 38,304, 703 —2, 043, 959 
31,518, 965 339,271 
2,498, 107 142, 498, 107 
10,404, 198 — 102,939 
8,321, 264 —278, 999 
36, 553, 650 273, 847 
32, 597,433 —2, 648,309 
251,410,604 —25, 543,126 
616, 536, 322 2, 130,875 
18, 159, 809 424,798 
153,913, 192 153,913, 192 
8, 650,185 1, 143,230 
48,847, 193 ~5, 162,805 
4,256,574 1,226, 007 
9,565,769 1, 033, 503 
516, 201,453 13,437,817 
36, 930, 062 —746, 791 
23, 827 , 387 746,246 
3,250, 300 —922, 180 
9, 930,009 ~ 1,221,748 
8, 702,532 543,08 
19,834,775 1, 042, 832 
3, 165, 248 —1,313, 232 
105 , 427 , 485 1,383, 200 
404, 490, 591 4, 404, 285 
15,059, 143 1, 207,051 
90,919, 628 7,467,429 
160,061,047 —11,980,072 
301, 467, 126 534, 923 
15,219,054 296, 633 
20, 535, 899 —3,471,06 
104, 635, 290 3,240, 467 
38, 405,380 1, 218, 988 
1,599, 405 212, 655 
131,132,744 —24, 187,54 
40, 609, 892 — 285, 406 
358 , 078, 598 — 12, 688, 306 
612, 880, 300 88, 568, 156 
423, 569, 331 22, 636, 911 
25, 293, 590 —5, 067, 892 
16, 155,354 —461, 175 
49, 676,970 1,732, 712 
29, 725, 123 378,070 
67,755, 671 —3, 323,895 
22, 191,540 171,965 
29, 131,532 —1, 175,221 
36, 342, 188 —2,522,23 
15, 562, 743 —4+4, 
154, 185,925 —1, 264, 
387,823, 631 12, 579, 761 
24, 235, 354 716,749 
924, 288, 861 33, 306, 674 
13, 790, 402 —3, 633, 181 
16, 940,075 —964, 97 
468, 436, 076 22, 418,019 
91,804, 649 —9,716,014 
6, 661, 199 —6M4, 
542, 449, 546 12, 464,74 
20, 706,716 —587, 270 
2, 158,552, 605 61,821,890 
28, 284,366 1, 617,026 
447.343,949 636,377,568 
35,246,647 —1,086,32 
36,770,791  —5,224,48 
44,524,541 — 538, 965 
111,851, 955 217,679 
27,019, 386 —2,08.8 
24,023,555 —820, 
2,714, 355 —-129, 690 
217, 162,745 9, 217,12 
7,887, 201, 
124,983,380 —124,937,1% 
1,718, 200 +m 
13, 689, 294 50,8 
15, 568, 868 1,931,412 
61,148,205  —2,752,906 
51,846,217 —3,722,508 
40,851,114 7%, 
2,553,429 —6,300,08 
465,136,803 —25, 674,99 
170,377, 934 —258, 
"204.284 —13,983,78 
513,379, 937 , 546, 619 
181, 175, 115 2, 483, 189 
9,021,81 —582,519 
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NAME AND 
LOCATION OF COMPANY 
—_—_— _ — 


National Fidelity Life, Kans. City, Mo 
National Guardian Life, Madison, Wise 
National Life of Canada, Toronto, Ont 
Natl. Life & Accident, Nashvi le, Tenn 
National Life Co., Des Moines, Ia. 
National Life, Montpelier, Vt.. 
National of U. S. of A., Chicago, Ill... 
National Old Line, Little Rock, Ark. 
Netional Old Line, Wichita, Kan... . 
National Reserve Life, Topeka, Kan. 


Nationa! Standard, Houston, Texas 
National Thrift, Culver City, Calif 
Nations! Union Life, Spokane, Wash 
New England Mutual, Boston, Mass. 
New World Life, Seattle, Wash. 

New York Life, New York, N. Y. 
North American, Chicago, III... 

North American Life, Toronto, Ont 
North Amer. Life & Cas., Minneapolis 
North Amer. Reass., New York, N. Y 


North Carolina Mut., Durham, N. C 
Northern Life, Seattle, Wash.. 

Northern Life, London, Ont., Can 
Northern States, Hammond, Ind 
Northwestern Life, Omaha, Neb 
Northwestern L. & A., Seattle, Wash 
Northwestern Mutual, Milwaukee, Wis 
Northwestern National, Minneapolis 
Northwestern Union, Ottawa, ll ‘ 
Occidental Life, Los Angeles, Cal 


Occidental, Albuquerque, N. M 

Ohio Nationa!, Cincinnati, Ohio 

Ohio State, Columbus, Ohio 

Okishoma Life, Oklahoma City, Okla 
(kishoma Southern, Okla. City, Okla 
id Colony, Chicago, Ill 

Old Line Ins., Lincoln, Neb 

Old Line Life, Milwaukee, Wisc 

Od Republic Credit Life, Chicago, II! 


Ontario Equitable L. & A., Waterloo, Ont 


Oregon Mutual, Portland, Ore 

Our Home Life, Washington, D. C 
Pacific Mutual, Los Angeles, Cal 
Pacific National, Salt Lake City, Utah 
Pacific States Life, Denver, Colo. 

Pan American, New Orleans, La. 

Paul Revere Life, Worcester, Mass 
Penn Mutual, Philadelphia, Pa 

Peoples Life, Washington, D. C 

Peoples Life, Frankfort, Ind 


Peoria Life, Peoria, Ill 

Philadelphia Life, Philadelphia, Pa 
Phoenix Mutual, Hartford, Conn. 

Pilot Life, Greensboro, N.C.... 

Pioneer Life, Greenville, 8. C 

Pioneer National, Topeka, Kan... 
Pioneer Reserve, Little Rock, Ark 
Planet Ins. Co., Fort Worth, Tex 
Poleyholders Nati. L., Sioux Falls, S.D 
Postal Life, New York City. .. 


Postal National L., New York City 

Presbyterian Min. Fund., Phila., Pa 

Protective Life, Birmingham, Ala. 

Provident Lifed&Acc., Chatanooga, Tenn 

Provident Life, Bismarck, N. D..... 

Provident Mutual, Philadelphia, Pa 
tial, Newark, N. J 

Puritan Life, Providence, R. I... 

Pyramid Life (Ark.), Little Rock, Ark 

Pyramid Life (Mo.), Kans City, Mo 


Register Life, Davenport, Ia. 

Reliance Life, Pittsburgh, Pa... 
Reliance Mutual, Chicago, Il. 
Republic Life, Dallas, Tex. 

Reserve Loan Life, Indianapolis, Ind 
Rio Grande National, Dallas, Tex. 
Rockford Life, Rockford, Ill... 
Royal Union Life, Des Moines, Ia... 
St Louis Mutual, St. Louis, Mo. 

San Jacinto Life, Beaumont, Tex. 


Saskatchewan Life, Regina, Sas... .. 

La Seuvegarde Life, Montreal, Que. 

Scranton Life, Scranton, Pa. 

Seaboard Life, Houston, Tex... 

See. Life & Tr., Winston-Salem, N. C. 

Security Life of America, Chicago, Ill... 

Security Mutual (Neb.), Lincoln, Neb.. 

sey Met. ay ma yg N.Y. 
fe, Kansas City, Mo. 

Service Life, Lincoln, Neb. ° 


Shenandoah Life, Roanoke, Va. 
Southeastern Life, Greenville, 8. C. 
Southern L. & H., Birmingham, Ala. . 
Southern Old Line, Dallas, Tex... 
Southland Life, Dallas, Tex.. 
Southwestern Life, Dallas, Tex... . 
Sovereign Life, Winnipeg, Man. 


Life (Can.), Edinburgh, Seot!'d 


Standard Life (Miss.), Jackson, Miss. 
Standard Life (Pa.), Pittsburgh, Pa. . 





Total 
Admitted 
Assets 


$ 
5,092,447 
7,761,025 
11, 157,589 
32, 183, 580 
6, 298, 566 


244 , 986 
3, 637 ,036 


1,211, 257 


3,907, 320 
12, 151,829 
8,795, 839 
8, 828, 928 
2,414, 893 
297,997 
977 , 265, 830 
45, 920, 328 
337, 704 

24, 127,801 


4,257,409 
18,427,231 
14, 363,091 

259,779 
413,190 

5, 923, 859 

4,901,226 
17,338, 439 

612,549 

8,125,140 


11, 453, 684 
1,308, 444 
190, 323, 808 
1, 137, 209 
6, 748, 650 
28, 562, 520 
662,931 
196, 603, 266 
3,743, 055 

7, 760, 482 


23, 484,791 
13, 487,597 
160, 163,615 
13,624, 766 
524,249 
275, 326 
51,945 

143, 882 
655, 181 
21,367,064 


343, 480 
20,997, 142 
8,001, 669 
6,007,937 
3,691,934 
256, 497, 7 
2, 692, 698, 221 
1,949,375 
525, 940 
1,128,246 


6, 407, 675 
74,521,246 

723,775 

447, 649 
12,065,918 

292, 141 
3,032,179 
39,527,721 
3,252,501 
2,841, 203 


2,197,079 
4,631,409 
9, 865, 996 
848,810 
506, 408 


283 
+ 


to 
—e 


domme Soe 
tty 
= 86 
om 
Coal 


-> 
ow 


e So838 
SESBreRs 
SESSE8E5SE 8 





Surplus Total 
(Assigned or Premiums Total Payments to 
Unassigned ) Received Income Policyholders 
End of Year in Year in Year in Year 

$ $ $ 
321,002 1,005 , 462 1,440,135 432,130 
895, 504 1,490, 962 1,900, 783 855, 447 
840,503 1,724, 185 2,331,922 1,094, 361 
15, 300,975 8, 887,856 10,093 , 883 2,713,442 
4, 260, 676 1,611,601 2,004,177 1,013, 625 
13,052, 900 21, 166, 881 29,208 , 494 17,779,002 
3,586,445 6, 551,573 9,420, 481 7, 259, 263 
338,175 205, 551 360,576 56,930 
151,618 107, 984 137, 948 38,560 
1,050, 363 680,914 917,954 230,028 
195, 880 372,321 860, 540 247, 643 
285, 845 71,125 229, 396 19,033 
154,931 80,943 131,034 11, 268 
30,618,594 40,158, 491 55,772,616 33, 207,819 

1, 926, 952 1,564,071 2,103,341 933,459 
182, 992, 567 291, 980,618 400, 142, 280 227, 583,935 

2, 430, 893 2,127,502 2, 858,971 1,592,557 

8,331, 964 6,528,392 9, 655, 955 5,005, 030 
194,020 73, 680 97, 362 25,885 
2,445,521 3,355, 858 4,251,235 2, 253, 637 
206, 749 1, 798, 536 2,011, 907 820,274 
666, 902 3,242,243 4,232,972 1,754,213 
315, 792 1,704, 193 2, 209, 584 1, 136, 743 
546,975 1,311,077 1, 802, 146 827,491 
255, 683 377,510 520, 684 221, 595 
158,030 9,387,479 1x, 401, 712 5,813,221 
1799, 453,343 130, 255,357 190, 461, 911 124, 820,003 
4,622,010 9,387,479 12,461,712 5,813,221 
173,572 91,932 103, 853 28, 204 
2,215,094 4,535, 952 6,556, 832 3,355, 854 
334,528 875,935 1,117,744 565, 636 
1, 638, 693 2, 997, 060 8,179,912 2,033,696 
1,787,979 2,621,519 3,554, 768 1,584, 747 
103,149 137, 598 149,020 38,480 
395, 423 23,787 45,7: 3,000 
823,910 740, 895 925,717 583,449 
586, 350 1,128, 817 1,375, 127 437 , 508 
1,872, 086 2,721,048 3,616,352 1,547,314 
411,532 117,134 138,371 34,510 
709, 240 1,334,781 1,732,127 647,801 
1, 137,532 1,974, 046 2, 696,859 1,117,450 
183, 921 284,615 457,332 149, 731 
17,871,813 28, 581,002 39, 821, 985 20, 881, 498 
884,543 268 , 055 456, 661 33, 168 
401,895 786, 613 4,052,420 474,998 
2,278,310 5, 994, 183 7, 727, 988 3,773, 755 
535,441 55, 346 81,717 3,000 
43,096, 607 88,993, 681 118, 783, 277 63,816, 645 
381,058 193, 432,490 3, 668,579 1,384, 464 
982,048 1,337,319 1,899, 160 848,415 
1,249, 604 5, 450, 936 6, 799,272 3,271,068 
1, 088, 089 2,034, 540 2,842,276 1,922,977 
213,001,590 23,844, 238 33, 736, 166 16, 739, 199 
1,470, 725 3,023, 969 3, 686, 458 2, 407,383 
124,513 344, 407 409,005 168 , 906 
162, 487 128, 989 139, 249 1,000 
2132, 969 24,018 25,912 4,170 
113,330 89, 583 154, 084 995 
141, 252 249,319 291,734 86, 697 
960, 289 1,308, 129 2,382, 433 1,416, 664 
278,032 60,612 72, 488 4,836 

2,013,171 3,000,677 4,014, 382 2,742,710 

1,725,774 1,505, 466 2,026,510 1,308,372 

1,535, 959 1,038 , 026 1, 403,17 642,059 

707 , 965 572,774 775,393 308, 546 
326, 235, 981 34,879,043 49,372, 167 30, 758, 866 
4182, 178, 164 580, 911, 360 735, 753, 558 389, 348, 982 
277,470 226,770 386,320 156,555 
131,497 217,565 259,015 89,270 
721,798 23,835 32,515 5,000 
428,447 895, 361 1,209, 969 604, 189 
6, 493,949 14,544, 241 18, 605, 499 8,889, 928 
136,049 65, 450 99,798 43,773 
117, 288 324,387 359, 869 55, 697 
865,117 2,011,273 2, 669, 228 1,721, 755 
119,411 3182, 252 225, 904 30,598 
290, 249 645, 225 804, 394 328,975 
3,387,004 5, 199,059 12,413,864 4,239,970 
388 , 966 378, 407 568,374 412,642 
425, 061 615, 657 785,572 394, 169 
527,079 284, 454 383,075 207,375 
577,992 861, 295 1,117,751 541,890 
784,776 1,248, 998 1,858, 932 1, 146, 496 
254, 339,921 386, 053 90, 731 
577, 565 849, 101 1,018, 358 440, 693 
708, 434 2, 138, 498 2,833, 639 1,531,334 
633, 761 821,543 1,121, 682 514, 404 
1,274, 684 3, 690, 504 4,802, 251 2,716,890 
347,379 324,619 412,707 116, 003 

a 927,891 1,038, 793 248, 939 

1, 150,819 2,050, 895 2, 408, 525 1,314, 603 
347, 963, 127 1,340, 936 747,150 
325, 133 71, 184,417 1,244, 332 472, 987 
150, 445 184, 210, 474 26, 813 

1,302,079 3,696,717 4,892,715 2, 804, 345 

5,750, 6,775, 201 9,091, 100 4, 705, 024 

1,035, 254 824, 785 1, 159,085 567,219 

7,679,473 866, 395 1,502,452 983 , 336 

732,012 139, 499 182, 999 5,718 
611,451 678 , 966 1,015, 383 613, 851 


Total 


Disbursements 


in lear 


¥ 
970,393 
1,261,421 
1,798,446 
7,361,016 
1,656,470 
22, 227,813 
9,297,215 
173,729 
93,951 
515, 634 


663,783 
223 , 387 


, 275 
t. 690 
7,221 
67,923 
, 189 


, 835 
9,210 
796,318 
5,977 
7,005 
8. 629,442 
150, 602,022 
8, 629,442 
85,133 

5, 143,873 


930,914 
4, 167, 698 
2,529,451 





235, 7: 
1,098,939 


888 

303 , 368 
29, 098, 557 

383,911 
1,049, 187 
6,323,439 

35, 949 
320 
.014 
7,291 


1, 687, 


, 392 
929 
, 883 
5, 651 
2,045 
,618 
41,896 
, 752 
192, 252 
,510 


58,973 
322 
718 
142 
117 
6, 641 
416 
260, 222 


New 
Business 
Paid for 
in Year 

(Including 
Revivals) 


S 
4,740,639 
5,889, 197 
11,697,876 
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Whole 
Amount 
in Force at 


End of Year 


3,706, 936 
17,863, 822 


19, 257, 152 
2,518,176 
3,257, 997 

1,307, 691,504 

49,574, 966 

7, 657 ,373, 158 
81, 139, 470 
194, 794,077 
2,752,016 
196, 436, 600 


36, 928, 754 
101,095, 838 
53, 195,827 
57,025, 197 
14,117,797 
1,484,004 
4,096, 140, 160 
360, 223, 946 
4,233,571 
156, 785,021 


28,301,925 
113,356, 493 
82,491, 267 
4, 758, 908 
1,034,216 


11,206, 800 
38,410,179 
187 , 065, 265 
2, 633, 463 
2,102, 602,371 
55, 648, 981 
52,437,018 
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Gain in 
Amount in 
Force in 
Year 


10,116 
—929, 127 


5,638,591 
—1, 685, 132 
938, 197 
43, 289,556 
—1,481, 630 
30, 653 ,383 
—259, 603 
3, 139, 698 
345, 457 
—9, 724, 400 


314,472 

5, 632, 284 
—4,704, 489 
2,248,172 
—1, 927, 946 
—60,500 
40, 665, 973 
9,347, 864 
176,241 
—3, 348, 830 


—1, 909,716 
28,235, 702 
557, 183 
596, 188 
—14, 284 
—2, 119,738 
2,612,255 
—2,597 , 767 
8,271, 130 
—2, 321,527 


139, 912 
1,076, 188 
12, 923 , 367 


566,817,971 
— 233,342 
33, 367 

46, 800 


—262,061 
—3,878, 131 
908 


200 
—9, 115,151 
—8, 161,855 
—2, 799,875 

—678 
2,511,335 
—1, 188,558 
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A SUGGESTED GUIDE 


TOWARD a 


State 
Stat 


BUILDING A CLIENTELE = 


Ston 
Sup 


A successful representative of the Equitable recently outlined his Sap 
methods in building a group of satisfied policyholders. The persistency Teac 
of this man’s business, particularly in these times, is remarkable. His Te 
renewal income is growing, his policyholders are boosting for him, and Tra 


° e . ° ° . Trin 
the ultimate beneficiaries of the insurance which he was instrumental Unie 


in placing will profit on account of the professional underwriting meth- Uni 


Unie 


ods continually employed. We quote: Unic 


Unie 


1 Uni 


“I select only responsible persons for my clients—those who will appre- 
ciate life insurance and who can pay the premiums. Unit 


2 Vie 


“In every case, I carefully analyze my prospect's situation, attempt to pro- Was 
pose the right kind and amount of insurance, and to adopt a beneficiary settle- Wes 
ment clause that actually fits the client’s requirements. Wee 





3 Wes 
Wise 

“Whenever possible, 1 secure an initial cash settlement with the application. 
The client who willingly pays the first premium in cash is more likely to Tot 
appreciate his insurance and continue premium payments thereafter than the — 
one who starts off wrong with a note settlement. 





4 oe 


“At the most important interview of all—delivery of the policy—lI care- 
fully explain the provisions of the contract so as to avoid future misunder- 
standing and to influence my policyholder in appreciating the value of the 
insurance purchase. 


5 


— 
Dec 

[he 

Dec 

Dee 

De 

“I try to make a friend out of each of my clients, always keeping in touch Dee 
with him through personal interviews, Christmas cards, birthday greetings, Dee 
etc. A well served and satisfied client is my greatest asset for I am then sure De 
that he is ‘boosting’ for me among his friends and acquaintances.” a 
Dee 


THE EQUITABLE], 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES |} * 


THOMAS I. PARKINSON, PRESIDENT 393 SEVENTH AVENUE, NEW YORK CITY Ne 
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Life Insurance Business In 1931 
(Concluded from page 11) | 






























New 
Business 
Surplus Total Paid for Whole Gain in 
/ ; Total (Assigned or Premiums Total Payments to Total in Year Amount Amount in 
NAME AND Admitted Unassigned) Received Income Policyholders Disbursements (Including in Force at Force in 
LOCATION OF COMPANY Assets End of Year in Year in Year in Year in Year Revivals) End of Year Year 
$ $ 4 $ $ $ $ By $ 

State Farm Life, Bloomington, IIl P 665,201 452,554 203,939 265, 300 36, 838 162,940 4,906,121 10, 130, 325 3,108,021 
State Life of Illinois, Chicago 389,356 160, 406 191, 690 213, 963 25,701 197, 261 5, 154,750 8,080,700 2,406, 548 
State Life (Ind.), Indianapolis, Ind... 52, 696, 998 1,845, 488 8,216,821 11,099,221 7,625,274 9,900, 125 30, 468, 636 270,960,860 —10,883,875 
State Mutual (Mass.), Worcester, Mass 149,075,577 15, 364, 582 19, 929,016 28, 699,197 17,772,466 22, 656,558 55, 616,717 663 , 870, 452 5,920,425 
State National, St. Louis, Mo 171, 257 150,009 23, 686 40,896 (nil) 39,291 687, 639 1,535, 163 35,033 
State Reserve Life, Fort Worth, Tex. 620, 483 157 , 980 192,618 226, 239 68,224 159, 863 2,005, 678 9, 144, 066 204,151 
Sterling Mutual Life, Houston, Tex. 190, 880 61,454 186,794 220, 553 19, 107 134, 845 3,929, 680 7,017,880 1,014,880 
Stonewall! Life, Vicksburg, Miss : 228 , 057 162,336 44,889 83,025 5,502 71,328 1,426, 250 2,249,750 —1,041, 750 
Sun Life of America, Baltimore, Md 11,570, 932 2,371.55 2,582,425 3,147,399 521, 1,922,009 28,097, 926 103,896, 527 3, 650,527 
Sun Life (Can.), Montrea!, Que 622,597,718 47,250, 737 152, 649, 980 191,354, 937 93,235,849 133,111, 143 598,088,239 3,079,029, 423 197,542, 695 
Supreme Liberty Life, Chicago, Ill 1,806, 297 316,538 776,771 867 , 786 380, 904 862,111 719,031, 636 25,551, 699 —1,004,026 
Surety Life, Kansas City, Mo 279, 883 115,769 74,428 106,527 18, 664 84,043 1,159,392 3,112,544 —205,071 
Teachers Ins. & Ann., New York City 29, 183, 527 3,921,460 4,882,972 6,373,222 434, 656 740,584 6, 679, 185 43, 184,074 5, 569, 886 
Texas Life, Waco, Tex 6,225, 677 895,818 812,160 1, 130, 682 777,489 1,082,467 3,631,145 28, 438,049 —2, 784, 186 
Texas Prudential, Galveston, Tex 1, 760, 109 316,714 1,216,354 1,312,405 541,827 1,205, 626 27, 166,718 65, 872, 623 2,540,232 
Texas Security Life, Dallas, Tex 428, 580 232,690 268 , 052 290,115 46,780 239,058 7,104,911 15, 106, 025 3,960,715 
Travelers, Hartford, Conn 661,521,007 852,396,478 110, 114,228 142,377,034 76, 929, 960 107, 113,831 707,601,227 4,742,804,839 —146,317,853 
Trinity Reserve, Fort Worth, Tex 11,539 2, 436 1, 457 20, 172 1,421 16,007 73,500 635, 250 —441, 250 
Union Central, Cincinnati, Ohio 335, 395, 806 25, 486, 158 48,781,131 67,651,514 44, 102,378 55,125,900 138,549,185 1,594,279,592 —39,776,480 
Union Cooperative, Washington, D. C 2,262,831 564,349 2,258, 810 2,339, 268 806, 968 1,223,348 32,455, 248 108, 130, 938 18, 806, 203 
Union Labor, Washington, D. C 1,532,519 807,243 856, 647 909, 086 591,742 755, 946 12, 437, 450 57,077,506 8,705,178 
Union Life, Little Rock, Ark 454,012 118, 182 123, 161 149, 249 71,775 137, 848 2,819, 466 5,421,246 —767, 326 
Union Mutual (la.), Des Moines, Ia 491,520 31,173 397,265 430, 294 88, 343 289, 283 11,022,007 21,222,452 5, 897,538 
Union Mutua! (Me.), Portland, Me 22, 333, 530 1,210, 994 2,472, 468 3,691,360 2,731,209 3,399, 565 6, 232, 465 79,012,567 —3, 207,211 
Union Nationa!, Dayton, Ohio 2 273,201 657, 035 922,833 353,291 711,285 4@ tT ae 
Union Pacific, Omaha, Neb 193, 894 137, 483 160,791 43,794 95, 588 725,712 5,550,497 —1, 132,891 
United Benefit Life, Omaha, Neb. 3 527,737 1,013, 865 1,221, 886 159, 066 792, 230 36, 543,303 55, 168, 937 15,902,779 
United Fidehty Life, Dallas, Tex 3, 457,222 867,819 1,571,078 442, 908 1,175,779  7°19,872,856 34,374, 683 3,981,217 
T aited Insurance, Chicago, I") 493,211 329, 154 348, 675 368, 750 86,272 349,117 18,777,524 8, 847,226 —2,793,493 
United Life & Ace., Concord, N. H 8,087,743 756, 678 1,804, 661 2,209,506 1,139,261 1,777,471 7,122,104 53, 233, 088 —3, 248,211 
Tnited Life, Salina, Kan 542,740 271,016 195, 447 293,713 49,243 228, 134 3,420, 753 9, 884, 068 1,026, 986 
Taited Mutua! Life, Indianapolis, Ind 26, 174, 487 1, 263,042 3,122, 406 4,522,007 3,090, 163 3,707,309 4,897,572 107,870,224 —3, 654,879 
Tnited States, New York City 6,446, 878 553 , 835 726, 181 1,041, 688 976, 565 1,246, 754 6, 434, 169 33, 620,347 —1, 474,074 
Victory Life (Kan.), Topeka, Kan 2, 353,325 428 , 867 713,035 817,512 289, 229 508,610 3,975,318 20, 630, 482 —730,114 
Virgima L. & C., Richmond, Va 470, 606 149,732 365,181 487, 220 107, 297 348, 638 7,473,280 7,881, 162 —248,318 
Volunteer State Life, Chatanooga, Tenn 23, 907, 507 1, 887,726 13,442,911 3,755, 722 5, 286, 781 782,549, 086 145, 251,356 46, 201,871 
Washington National, Chicago, Ill 2, 420,730 1,252,781 891, 697 201,334 780, 227 30,850,320 27, 302,042 3,330, 656 


















































West Coast Life, San Francisco, Cal 21, 884, 325 2,526,175 6,010,940 2,971,746 27,906, 170 130, 185, 462 —2, 849, 937 

Western Empire, Winnipeg, Man 2,031,091 330, 268 362, 182 77,128 2, 670, 641 10, 935, 109 —2, 067,017 

Western Life, Winnipeg, Man 1, 659, 945 230,249 2 300, 792 119, 483 1,249,050 8, 949, 495 —137,841 

Western Mutual, Fargo, N. D 40,899 3,213 45,498 77, 806 7,953 805,000 1,779,000 —63, 500 

Western Reserve, San Angelo, Tex 333, 660 180, 185 133, 309 247, 540 17, 106 3,241,000 7,191, 100 126, 600 

Western & Southern, Cincinnati, Ohio 124, 861, 182 18, 261,779 26, 687,37: 32, 898, 897 12, 263, 783 260, 762,367 765, 540, 996 12, 106, 883 

Wisconsin Life, Madison, Wisc 3,831,316 273, 890 799,914 1,071, 697 417, 631 4,442,974 27,512,012 1,947, 768 

Wisconsin National, Oshkosh, Wis 7, 135, 680 1,064,011 1, 140, 052 1, 486, 755 702,847 6,617, 605 43 , 826, 407 —441, 880 

Woodmen Union Life, Hot Springs, Ark 1,372,021 654, 949 3248, 795 929, 990 130, 846 r11, 233,244 12, 248, 737 5, 896, 847 

Total (307 American companies 29. 148,164,010 1.872.060.9388 3.661.302.913 4,961.856,186 2,608,459,271 3,397,849.465 a13,072,238,368 a89,127,530,972 41,300,700,348 

64,851,289,922 618,148,793,333 659,878,533 

Total (29 Canadian companies 1, 647,254, 759 152, 892,032 323, 723,588 421,797,008 2°5, 707,201 291,858,348 1.239.365.2485 8,097,8)3,739 264,567,323 

Grand Total (336 companies 21,795.418,779 2,024,952.970 3,985,031,501 5,383,653,194 2,814,166,512 3,689,717,809 19,212.892,646 115,284,128,044  1,188,294.017 
Increase in 1931 (Amer. companies 1,302, 151, 204 54, 608, 736 146, 947, 808 374, 143, 883 362,570,797 290, 408, 922 a —2,138,134,128 
640,293,798 

Dee. 31, 1930 (318 companies)d 18, 846,012,716 1,817,452,202 3,514,355,105 4,587,712,303 2,245,888,474 3,197,440,543 @15,210,372,496 a87,826,830,624 43,788,378,608 

64,810,995,234 618,088,914,800 6413,591,639 

Dec. 31, 1929 (320 companies)d 17, 470,868,155 1,755,548,484 3,340,754,336 4,330,462,659 1,949,994.043 2,877,392,598 @16,739,590,459 a84,038,452,016 6,655,556,281 

64,368,934,354 617,675,323,161 61,169,937,171 

Dee. 31, 1928 (311 companies)d 15, 947,095,594 1,659,806,263 3,139,581,210 4,085,615,745 1,679,903,059 2,555,069,808 a15,227,705,642 a77,382,895,735 06,376,874,053 

64,264,908,794 616,505,385,990 61,424,647,800 

Dee. 31, 1927 (309 companies)d 14,381,430,767 1,502,327,884 2,860,092,339 1,671,285,974 1,498,125,504 2,294,250,720 a13,660,001,885 a71,006,021,682 6,212,627,470 

64,165,216,744 615,080,738,190  6916,201,478 

Dee. 31, 1926 (297 companies)d 12, 924,656,748 1,345,849,388 2,612,209,090 3,318,698,584 1,375,495,493 2,112, 642,328 a@13,285,218,623 a@64,793,394,212 46,550,151,606 

b4,028,226,167 614,164,536,712 61,378,151,479 

Dec. 31, 1925 (281 companies)d 11, 643,759,810 1,228,661,115 2,371,921,237 3,007,327,234 1,240,818,354 1,937,382,052 a12,309,053,011 a58,243,242,606 6,721,981,389 

‘ 63,765,797,083 612,786,385,233 61,550,714,919 

Dee. 31, 1924 (272 companies)d 10,499,040,297 1,144,972,190 2,115,519,101 2,689,127,003 1,202,804,382 1,811,122,900 a10,619,810,933 @51,521,261,217 4,725,983,351 

2,908,150,386 611,235,670,314 61,228,413,881 

Dee. 31, 1923 (270 companies)d 9,469,917,254 1,035,996,234 1,897,926,432 2,425,380,146 1,113,626,251 1,661,011,132 4@9,423,077,247 a46,795,277,864 45,572,154,265 

b2,498,734,750 610,107,256,433  61,303,510,830 

Dee. 31, 1922 (260 companies)d 8,717, 758, 247 973,994,182 1,672,099,924 2,137,294,355 1,006,931,734 1,480,730,640 @8,394,050,543 @41,374,944.876 43,508,703,602 

62,145,135,304 68,653,118,497 6945,483,102 

Dee. 31, 1921 (264 companies)d 8, 067, 670, 736 810,036,835 1,525,190,468 1,944,215,398 835,063,873 1,281,498,261 a7,354,084,538 a37,866,241,274 42,823,102,174 

b1,772,247,776 67,707,635,393 6772,511,869 

Dee. 31, 1920 (253 companies)d 7,390, 972, 036 777,478,047 1,421,304,783 1,796,202,403 763,988,692 1,215,106,763 4@8,894,277,569 a35,043,139,095 4@5,995,884,167 

61,438,024,356 66,935,123,526 774,547,842 











*Ordinary. * Industrial. ¢ American companies only. * Includes reinsurance. 2. Commenced business Jan. 10, 1921. 3. Based on 
combined insurance in force Dec. 31, 1931, of the American Standard and American Security. 4. Includes business acquired by reinsur- 
ing Alamo Life in 1931 5. Ordinary business only. 6. Includes $1,321,917 reserve for difference between Dec. 31 market value and 
Convention value. 7. Includes $2,020,895 reserve for difference between Dec. 31 market value and Convention value. 8. Includes accident 
and health. 9. Commenced business Jan. 8, 1931. 10. Unavailable. 11. Excludes group, $365,479,501. 12. Excludes group, $1,459,246,180. 
13. Commenced writing life insurance May 25, 1931. 14. Commenced business Jan. 2, 1931. 15. Includes shareholders’ surplus account, 
$62,510. 16. Free surplus excluding all dividend funds and special! reserves. 17. Includes unapportioned surplus retained as a contin- 
gency reserve. 18. Excludes $30,000 contributed surplus returned to stockholders. 19. Includes accident and sick benefit business. 20. 
Includes accident. 21. Includes $50,000 capital and $17,031 deficit in surplus. 22. Includes $376,590 liens charged off. 23. Includes 
$7,527,000 dividends apportioned. 24. Includes $59,356,965 contingency reserve for mortality fluctuation or possible depreciation in 
assets ; also, in addition to amounts set aside to purchase paid-up additions to industrial policies as of Dec. 31, 1931, $60,909,743. _$1,924,- 
455 par value of $2,000,000 capital stock of the company has been purchased pursuant to the provisions of Chapter 99 of the Laws of 
New Jersey for 1913 and is now held by Vivian M. Lewis and James Kerney, trustees for the policyholders of the company. 25. Includes 
$850 accident and health. 26. Includes $440,000 stock dividend. 27. Includes accident and health. 28. Includes $7,726,633 security depre- 
ciation reserve for difference between Dec. 31 valuation and Convention valuation. 29. Includes Bankers Loan Policies amounting to 
$139,545 and reinsurance from National Security Life amounting to $9,422,707. 30. Includes industrial life and industrial sick and acci- 
dent premiums. 31. Includes $2,532,354 security depreciation reserve for difference between Dec. 31 valuation and Convention valuation. 
32. Includes $1,091,786 securities adjustment reserve for difference between Dec. 31 valuation and Convention valuation. 
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Herbert N. Fell, 


for many years general agent for the 


Massachusetts Mutual Life in New 
York, with offices in the Pershing 


Square Building at 100 East Forty- 
second Street, has resigned effective 


June 30. Throughout his general 
agency career Mr. Fell has main- 


tained a considerable volume of per- 
sonal production and has long been 
interested, especially, in the educa- 
tional advantages offered the youth 
of America through the medium of 
life insurance. He is a great pro- 
ponent of Family Income Insurance 
and was one of the pioneers in the 
extension of this plan. Mr. Fell’s 
plans for the future have not been 
announced. 


Donald C. Keane 


and Lloyd Patterson, the enterpris- 


ing pair of Massachusetts Mutual 
general agents who started from 


scratch 7 years ago and paid for more 
than $20,000,000 last year, will take 
over the Pershing Square agency, 
which they will operate under the di- 
rection of a manager yet to be 
named. The acquisition of the new 
office will necessitate a reorganization 
of the Keane-Patterson forces which 
already operates four thriving branch 
offices in addition to the central office 
at 225 West Thirty-fourth Street. 
They will turn over the White Plains 
office to Bush and Heartfield, who 
will continue there as general agents. 


I, common with 
about twenty other leading general 
agents scattered all over the country, 
both Don Keane and Lloyd Patter- 
son started and developed their early 
life insurance careers under the 
schooling of Louis A. Cerf, Sr., who 
formerly operated the Mid-Town 


Life Insurance 





OLKS AND 
ACTS 


IN LIFE INSURANCE 


agency of the Mutual Benefit Life. 


oth were successful personal pro- | 
ducers and when they joined forces | 


as general agents they paid for over 


$10,000,000 their first year, a record | 
that probably has never since been | 


Mr. 
“mitlionaire”’ 


was in the 

held man, 
with a production pace gaited at 
around $3,000,000 a year. Mr. Pat- 
terson entered the business after pre- 
paring for a career in architecture, a 


equaled Keane 


class as a 


profession which he successfully 
He was urged 


well-known 


practiced for a time 
by Floyd E. DeGroat, 
life insurance man in Boston and a 
relative, to take up life insurance sell- 


ing. The result was that, some time 
later, he connected with the Cerf 
agency and is now associated with 


one of the fastest growing organiza 
tions in the entire country. 


John C. McNamara | 


and J. Elliott Hall, representing the 
Guardian and the Penn Mutual, re- 
spectively, in New York, are two 
other graduates of the Cerf organi- 
30th stand high among the 
Louis 


zation. 
Nation’s leaders in their field. 
A. Cerf, Jr., son of the man who gave 
so many bright boys a start in the 
business, operates a general agency 
in New York for the Fidelity Mu- 
tual. He is well known for his active 
participation in the affairs of the local 
Manager’s Association, having previ- 
ously served that organization as sec- 
retary and currently as vice-president. 


* * * 


‘Theeey years 


of service were rounded out on April 
7 by Superintendent E. C. Farmer 
of the Prudential’s Terre Haute, Ind., 
district, and his entire staff is doing 
its best to honor their leader by mak- 


Le Sie 
rel 


OZENS of life under- 
writers have assured me that they 
| do so well only because they always 
| avoid technicalities in their sales talk 
| and that they invariably present the 
subject in the “other fellow’s language.” 
| Undoubtedly, they attempt to trans- 
late and any progress in this direction 
probably does make the sale easier, 
but I doubt seriously if it is possible 
to discuss policy terms in any detail 
without asking the prospect to lend a 
| brain two to the conversation. 
| As a matter of fact, I think most peo- 
| ple overestimate their clarity of ex- 

Long familiarity with the 
| jargon of life insurance may tend to 
| dull the agent’s ear to the terms and 
| he may because he 
omits the American Men’s Table from 
| his conversation and refrains from ex- 
plaining the actuarial principles in- 
| volved, that he is easily understood. 


successful 








| 
| 
| 
' 
cell or 


| pression. 


believe, merely 


* * * 


NE of the most realistic portrayals 
of human behavior that I know of 
is contained in the cartoon feature by 
Webster, titled “They Don’t Speak Our 
| Language.” Exactly how true to life 
| these drawings are was brought home 
| to me the other day when I devoted a 
| holiday to serving as plumber’s helper 
to a workman who was engaged in ef- 
fecting needed repairs to the maze of 
pipe lines that serves me with the prod- 
ucts of Public Utilities, not pfd., but 
obligatory. ‘Hand me that T,” he would 
demand without so much as glancing in 
the general direction so that I could 
have a clew as to which one of the ob- 
jects he had in mind. Or, in a tone of 
voice to indicate that no delay would 
be tolerated, he’d baw! out: “Gimme 
the small Stillson!” Naturally, on re- 
flection, I would know that Stillson was 
a wrench because I have seen it adver- 
tised, but a competent workman has 4 
way of upsetting a bungling incompe- 
tent, and so when I would plunge nerv- 
ously into the pile of tools and come up 
with cold chisel, or is it cole, or coal 
chisel—well, anyway, you get the idea. 
He would give me a look. 


« * * 


HE next demand would, of course, 

find me a bit more panicky and 
when the dictator would command me te 
“Gettaholt that elbow and shover tord 
me” I wouldn’t know where to lay my 
hands. We didn’t speak the same 
language, although I am sure he was 





ing this a banner year. 





trying to be as untechnical as possible. 
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Mid-Western 
Officers’ Night 


Moriarty, Shepard, Parks, | 


Address May Meeting 
of Life 
Assn. of Philadelphia 


) 


PHILADELPHIA, May 23. 
There was an added speaker 
on the program of the Phila- 
delphia Association of Life 
Underwriters the other night 
at the Bellevue-Stratford. He 
was Vice-President 
Moriarty, of the Missouri 
State Life, guest of honor at 
the “Mid-Western 
nies’ Night.” 
speakers had finished and 
the curtain had been rung 
down on the last scene of the 
conservation playlet present- 
ed by members of the Her- 
gesheimer & Finkbiner gen- 
eral agency of the North- 
western Mutual, Mr. Mori- 
arty 
words of thanks to the life 
underwriters and the insur- 
ance press on behalf of his 
company for the courteous 
treatment accorded the Mis- 
souri State Life during the 
past troublesome weeks. 

Speakers of the evening 
were Walter T. Shepard, 
vice-president of the Lincoln 
National Life, and James J. 
Parks, vice-president of the 
Missouri State Life. Mr. 
Parks delivered his well- 
known address on “A Trinity 
of Ideals.” 

Mr. Shepard, in a brief 
talk, touched on some of the 
problems confronting the 
business today. 

He brought out that “in 
some cases, because attention 
is centered on the large 
amount of life insurance that 
is going to be lost and the 
benefits that would accrue to 
his family should he die, sui- 
cide becomes attractive. Un- 
questionably, large amounts 
of life insurance have been a 
contributory factor in the 
cause of many suicides.” 

He said that while the 
trend of mortality in the 
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ORDINARY 


Underwriters | 


John | 


Compa- | 
After both the | 


arose to say a few} 


Mississippi Valley 
Transaction Closed 


| Balance of Business Rein- 
sured by Detroit Life 
and Republic Life 


All of the $30,000,000 of 
insurance in force carried by) 
the Mississippi Valley 


| son, Ill., home offices 3207 
Washington Boulevard, St. 
| Louis, Mo., has been r 


insured it has 


| the company. 
| The Detroit Life 
j; ance Company of Detroit, 
| Mich., has reinsured $10,- 
| 000.000 of the Mississippi 
| Valley Life’s business as of 
noon, May 16, while the Re 
public Life Insurance Com- 
pany of Dallas, Tex., takes 
over $6,000,000 as of the 
same date. 
Previously _ it 
| nounced that the 


was an 
American 


Life | 
Insurance Company of Madi- | 


been an-| 
nounced by the receivers for | 


; 
Insur- | 
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INDUSTRIAL 


Life Office Managers 
Hold Two-Day Meeting 


Administrative Problems of the Smaller Companies 
Discussed at Chicago Conference; Forty-Five 
Companies Represented 


CHICAGO, May 23.—Representatives of forty-five 
insurance companies assembled at the Edgewater 
3each Hotel, Monday, for a two-day convention of 
the Life Office Management Association to discuss 
the administrative problems of the smaller com- 
_ panies. 

E. C. Wightman, controller 








Life & Accident Insurance | of the Lincoln National Life, 
Company of St. Louis had | who presided at the opening 
taken over $14,000,000, this | session, discussed budgeting 
reinsurance deal to go into | and standard costs. 


effect as of noon, May 14. “Until recently,” he said, 

The speed with which the | “the matter of costs has not 
were able to re- been of much interest to life 
insure the $30,000,000 with | insurance executives, but 
the Mississippi Valley Life | they will assume a much 
attests to the stability of life | greater importance in the in- 
insurance. surance thought of tomor- 
row. If we are to have rea! 


receivers 








general population has been 
downward, life insurance 
companies have experienced 
an increasing death ra‘ 
during the past few years 
“Because we notice it at this 
particular time, we are in- 
clined to attribute the cause 
of that increase to economic 
conditions.” He went on t 
say that comparison of busi- 





Walter T. Shepard 


SPEAKERS AT PHILADELPHIA MEETING 





scientific management, the 
early adoption of cost ac- 
counting based on the prin- 
ciple of ‘standard’ costs sup- 
plemented by scientific bud- 


ness activity and the death 
rates shows that as business 
activity decreases, mortality 
likewise decreases. “Appar- 


ently, however, insured lives geting, would seem to be 
are affected in a different | absolute requirement. 

manner than the general “Scientific budgeting and 
population, and this differ- the determination of stand- 


ence is no doubt due to the | ard 
control exercised by insured 
lives over future lifetimes.” 


costs constitute a com- 
plex, arduous and perhaps 
expensive undertaking, and 
for these reasons no doubt 
will be shunned by many. On 
| the other hand, they do seem 
to offer the only available 
practical means for the ex- 
ercise of proper management 
control. Thus far, through 
a very happy set of circum- 
stances, rigid management 
control has not been essen- 
tial in life insurance busi- 
ness. Before, however, em- 
barking too far upon an ad- 
venture in contentment, it 
might be well for each of us 
to weigh the significance of 
the oft observed phenomenon 
of the other industries of the 
tendency of profits to disap- 
pear as the industry grows 
older. 
(Concluded on page 21) 
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Acacia Mutual Has 
Charter Amendment 





Permitted to Write Business 
on General Public; Age 
Limits Extended 





J. P. Yort, secretary and 
actuary of Acacia Mutual 
Life Insurance Co., was 
elected vice-president of that 
organization yesterday at a 
meeting of the directorate, 


the first held under an 
amended and liberalized | 
charter. 

J. W. Apitz was elected 


treasurer; Samuel E. Mooers, 


secretary, and L. K. Crippen, | 


actuary. William Montgom- 
ery, head of the 
nearly 40 years, continues in 
office; Dr. J. B. Nichols is its 


medica! director; H. W. Kacy, | 


general counsel, and C. E. 
Baldwin, secretary to the 
board. 

The board approved the 


promotions coincidental with 
announcement by President 


Montgomery of the increased | 


sphere of activity permitted 
for the company under char- 
ter amendment passed by 
Congress and approved by 
President Hoover. This 
amendment removes the stip- 
ulation that membership be 
limited to members of the 
Masonic 

changes the 
title from 
“insurance 
under the amendment the 
company plans to underwrite 


“association” to 


any men between 18 and 65 | 


who can pass the required 
examinations. 





Shell & Co. to Represent 


Northwestern National 
A third Cincinnati sales 
unit for Northwestern Na- 


tional Life of Minneapolis 
was established last week 
when Albert W. Shell & Co., 


one of the largest and most | 


successful general insurance 
agencies of that city, added a 
life department to its busi- 
ness and selected Northwest- 
ern National as the company 
it would represent. 


To Aid Unemployed 


The Life Underwriters 
Association of St. Louis, Mo.., 
have indorsed the “War 
Against Depression” cam- 
paign which opened locally 
on May 23. Members of the 
association will endeavor to 
handle the down-town sec- 
tion during the drive to find 
work for unemployed. 


Life Insurance 


company | 


fraternity. It | 
organization’s | 


company,” and | 
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Lewis B. Tebbetts Dies 


Lewis B. Tebbetts, in- 
surance broker of St. 
Mo., who gained 


national attention when he 
obtained from Former 
President Calvin Coolidge 
|| a note of explanation that 
he did not intend personal 
offense to Tebbetts when 
|| he delivered a radio ad- 
dress on “twisting” on Oc- 
|| tober 6 last, died of heart 
disease in the Christian 
Science Benevolent Sani- 
tarium at Boston, Mass., 
| at midnight, May 20. 


| 
| 
|| Louis, 


Mr. Tebbetts, who was 
43 years old, was perhaps 
the country’s foremost ad- 
|| vocate of the principle 
that pure protection and 
investment features of life 
insurance should not be 
included in the same pol- 
icy, and his efforts to sell 
his ideas to prospects met 
with widespread opposition 
from the agents of other 
companies. With the ex- 
ception of one suit against 
the Lincoln National Life 
for $19,800 in commissions 
on business it refused to 
accept from Mr. Tebbetts 
early in 1931 it is legally 
impossible to maintain any 
of the damage suits, ac- 
cording to a statement at- 
tributed to the attorney 
who handled Mr. Tebbetts’ 
affairs. 











Prudential Field Notes 


Agents H. A. Teel of 
Hazleton, Pa.; P. P. Ravin of 
| Wilkes-Barre No. 1, and Ed- 
mund Talbot, Jr., of Salem, 
| Mass., are making splendid 
| progress in production rec- 
ords. 

The following representa- 
tives have recently been 
awarded merit buttons for 
ordinary production so far 
this year: T. Geddis, agent, 
Stamford, Conn.; J. Eisen, 
agent, Stamford; E. Le- 
febvre, agent, New Britain, 
Conn.; P. G. Sharpe, agent, 
Albany, N. Y.; E. D. Thomas, 
agent, Albany; A. Markle, 
agent, New Haven No. 2, 
Conn., and M. J. Foley, su- 
perintendent, Albany. 

Promotions to the position 
of assistant superintendent 
have been accorded the fol- 
lowing: Edwin H. Everett, 
Seattle No. 1, Wash.; Louis 
A. Valenza, Rochester No. 1, 
N. Y.; John Demchisak, Sy- 
| racuse No. 1, N. Y.; Theodore 
| J. Knies, Rochester No. 1; 
| Arthur B. Fleischer, Brook- 
lyn No. Fi 
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NEW YORK LIFE’S 
RADIO 
PROGRAMS 


** 74444444 ee ee 


“Great Personalities 
of American History” 
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May 31: Final program of the series. A 
radio play or drama of episodes 
in the life of ABRAHAM 
LINCOLN, the great representa- 
tive of human sympathy and 
human freedom throughout the 
world. This radio drama will 
deal with Lincoln’s early man- 
hood when he was unconsciously 
being prepared for the historic 
work of his Presidential career. 


The agents of all companies are invited to 
tune in on this, the concluding pro- 


gram of the historical series. 


eS TtTtTttict eee 
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9:30 P.M. Eastern Daylight Saving Time. .New York. ..( WJZ) 
“ vy ry oe ay os a 
Springfield.( WBZA) 

Pittsburgh .(KDKA) 


i i i id 


8:30 P.M. Eastern Standard Time....... Baltimore... ( WBAL) 
= - - Rochester . (WHAM) 
Cleveland. . (WGAR) 
Detroit..... 
8:30 P.M. Central Daylight Saving Time.Chicage. ..( WENR) 


7:30 P.M. Central Standard Time... ... .St. Louis. ..(KWK) 
7 - - a Cedar Rapids.(KWCR) 
* Omaha-Council Blaffs. (KOIL) 

Kansas City (WREN) 


NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue 
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Three Papers Read 
Before Life Counsel 





Association Holds Annual 
Spring Meeting at 
Resort Hotel 





The semi-annual meeting 
of the Association of Life 
Insurance Counsel was held 
last Friday and Saturday, 
May 20 and 21, at the Green- 
brier Hotel, White Sulphur 
Springs, W. Va. Three pa- | 
pers were read at the first 
day’s session and round table 














discussions and committee re- 
ports occupied the time al- | 
lotted for business the sec- 
ond day. 

The first paper, “Some Ap- 
plications of the Incontest- 
able Clause,” was read by 
Shepard Bryan, of the At- 
lanta bar. Andrew D. Chris- 
tian, Atlantic Life, discussed 
“The Life Insurance Law of 
Virginia.” John F. Handy, 
Massachusetts Mutual, was | 
the third speaker with a pa- | 
per entitled “Why Uniform- 
ity in Collateral Assign- 
ments.” 

The round table discussions | 
were led by Phineas M. | 
Henry, Equitable Life of 
Iowa, and concerned ques- 
tions regarding testamentary 
dispositions suggested by the 
paper read at the December 
meeting by Samuel Davis on 
“The Statute of Wills and 
Life Insurance.” 

Included in the program of | 
social affairs and entertain- 
ment was the usual dinner 
dance on the evening of the | 
first day’s session. 





Continental Life Leaders 


Forty-two agents of the 
Continental Life Insurance 
Company of St. Louis, Mo., 
qualified for membership in 
the Ed Mays Club according 
to the March 381 check-up, 
the latest available, and of 
these thirty-two showed per- 
fect marks, renewing every 
piece of business exposed. 
Sixteen of the perfect ones 
were in Class A, seven in 
Class B and nine in Class C. 





New Policy Forms 


Effective May 1 the Peo- 
ples Life Insurance Com- 
pany, Washington, D. C., in- 
troduced six pew policy 
forms. Three of these con- 
tracts were merely for alter- 
ation in the disability bene- 
fits allowed while three new 
juvenile policies were in- 


Tennessee Litigation 
Transferred to U. S. Court 


The suit brought 
against the Missouri State 
Life Insurance Company 
by Joseph I. Reece, Ten- 
nessee Commissioner of 
Insurance and Banking, 
and seeking the appoint- 
ment of an ancillary re- 
ceiver for the company in 
Tennessee has been taken 
out of the jurisdiction of 
the Davidson County 
Chancery Clerk, where 
Commissioner Reece filed 
it, and transferred to the 
United States District 
Court in Nashville. 

The case will come up 
for arguments in the Fed- 
eral Court in Nashville on 
May 30. 














Peoples Life Insurance 
Company 


Frankfort, Indiana 


Reasons why it pays to connect with 
“The Friendly Company” 


A Legal Reserve Old Line Company 
Agents and Policyholders Service 
All forms of Policies 

Family Income 

Annuities 

Endowments 

Preferred Risk 

Juvenile Policies 


RATING “A” (EXCELLENT) 


Opportunities in 
Indiana, Illinois, Ohio, Michigan, Tennessee, Arkansas, 
Iowa, Kentucky, Texas, and California 
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SERVICE 
To Field Men and the Public 


The constant aim of the Missouri State Life is the per- 
fection of its service to field men and the public. A 
system of Branch Offices in important centers, in ad- 
dition to General Agencies, gives direct and prompt 
service to clients and representatives in the entire ter- 
ritory covered. 

Through its multiple line of Life—Accident & Health 
—Group—and Salary Savings—it offers representa- 








tives an exceptional opportunity to multiply the results 
of their daily work and thereby multiply their income. 


A Good Company to Represent 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


/ 
Home Office, St. Louis 


Operating in 40 States, the District of Columbia and the Territory of Hawaii 
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Annuities 


Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 











Guaranteed 
Benefits 


Guaranteed 
Low Cost 
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STUDY THE FIELD 

















The Move That Wins 


LIKE in the game of checkers, agents 
who first study their field of activities 
and the position of companies relative 
thereto, move with reasonable assurance 
of winning. 

REPRESENT Independence as a first 
move towards achieving success. With 
its full coverage contracts and well di- 
rected Home Office co-operation you are 
in a strong position to meet competition. 


Independence Indemnity Company 
Commonwealth Division 


Philadelphia 


J. HORACE SHALE, President 
































Are You Ready for a 
General Agency ? 


Then you will be interested in what the National 
Life, a 32-year-old, mutual, legal reserve company, 
has to offer. 


To meet these difficult times we have a partici- 
pating policy with a non-par rate. In addition, our 
limited payments and endowments pay face of 
policy plus all deposited after the first year above 
the whole life rate, for death during the premium- 


paying period. 


Its low rate and distinctive features make the 
Universal Policy unusually salable. May we tell 
you more? 


National Life Company 


118 11th Street 
Des Moines, lowa 


| 





























Needed Right Now !! 








“There is most certainly a need for 
a book like yours right now. It is an 
exceptionally fine piece of 

John A. Stevenson, Penn Mutual Life. 


wi rk. — 








The Spectator Company 
243 West 39th St., New York, N. Y. 


Please send me FIFTY INTERVIEWS— FIFTY SALES with 
Quiz and Answers, postpaid. Enclosed find $2.50. 


Name 


St. & No 


City & State 
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George E. Ott Named | 
as Association Leader 





Philadelphia Underwriters to 
Elect New Slate of Officers | 
on june 9 


PHILADELPHIA, May 23.— 
George E. Ott, manager of 
the Equitable of New York, 
was nominated for presiden: 
of the Philadelphia Associa- 
tion of Life Underwriters in 
the report of the nominating 
committee of the associa- 
tion. 

The new officers will be 
elected at the June meeting 
to be held at the Bellevue- 
Stratford on June 9. 

The other nominations fol 
low: First’ vice-president 
Allan D. Wallis, general 
agent, Equitable of lowe, 
second vice-president, Irvir 
Bendiner, New York Life; 
treasurer, Albert W. Moore, 
New England Mutual. 

Directors for  three-yea: 
terms—Charles H. Landen 
berger, Jr., Travelers; J. 
Renwick Montgomery, Berk 
shire Life; Millard R. Or: 
Massachusetts Mutual; Loui: 
F. Paret, Provident Mutual; 
George W. Rhawn, Mutual 
Life of New York. 

Directors for two- yeai 
term A. Rushton Allen 
Stokes B. Carrigan, Jr. 











Massachusetts 
| Mutual Life 


| asynonym for 
Quality and 

| Excellence in 
| 


Life Insurance 


Massachusetts 
Mutual Life 
Insurance Co. | 


Springfield 


Massachusetts 


Organized 1851 





Made Vice President 





Edward C. Wills 


The Liberty Life Insurance 
Company of Kansas an 
nounces the promotion of 
Edward C. Wills from su- 
perintendent of agencies to 
agency vice-president. 

Mr. Wills was placed in 
charge of the agency depart- 
ment three and _ one-half 
years ago. Each year since 
has shown a material gain in 
production and this year the 
company closed the first four 
months with 76 per cent i: 
crease in new business ove 
the same period last year. 
The company is fast develop 
ing their unoccupied -terr 
tory in the ten States i: 
which they operate. 











Net Results in 1931 


An Increase in Insurance in 
Force equivalent to 20% of 


1931’s paid production— 
An Increase in Assets of 8%o— 
An Increase in Surplus of 11%— 


Interest earnings on _ invested 


assets—5.71%. 





THE GUARDIAN LIFE 


ESTABLISHED 1860 
INSURANCE COMPANY of AMERICA 


50 UNION SQUARE NEW YORK CITY 

















features: 


age 60 


or: 


Founded 1850 





(1) A death benefit before 


(3) At age 60, paid-up life insur- 
ance policy for $22,‘ 


The Ideal Investment Policy 


| Our “Seven Point Special’ policy contains the following 


(2) An income at age 60 (guar- 
and anteed for 120 months). 
or: 
(4) Cash payment for $8,100 and 
paid-up life insurance for $10,- 


920. 000. 


There are valuable options in the event of discontinuance, viz: Paid-up 
Endowment Insurance: or Extended Term Insurance plus Pure Endow- 
ment; or Paid-up Life Insurance plus Cash Balance. 


Many people with money are looking for an investment—the “Seven Point 
Special” provides an admirable solution. 


Write, telephone or call at our nearest office for details. 


The Manhattan Life Insurance Company 


654 MADISON AVENUE 
NEW YORK, N. Y. 


THOMAS E. LOVEJOY, President. 
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A Strong, Permanent, 
Conservative Old 
Line Company 


Has Valuable Territory Open in 


Michigan Tennessee 
Ohio North Carolina 
Maryland South Carolina 
West Virginia Georgia 
Virginia Mississippi 
Kentucky 


CONTRACT — Liberal Commissions, Bonus, Expense 


Allowance, and long term Renewals. 
A Money-Making Opportunity 
GEORGE WASHINGTON 
LIFE INSURANCE COMPANY 


Home Office 
| CHARLESTON, WEST VIRGINIA 











ORGANIZED VISUAL 
SELLING KIT 


The enormous advantages of Organized Presenta- 








questioned. 


The Visual Selling Kit used by field men of the 
Federal Reserve Life contains, among other material, 
complete organized visual sales presentations for: 
(1) Clean-Up Fund; (2) Family Income; (3) Educa- 


tional Provision; and (4) Retirement Income. 


The proper use of such material is explained 
thoroughly at the REGIONAL AGENCY MEETINGS, 
regularly scheduled at strategic points in Ohio, Mich- 
igan, Indiana and Illinois. 


THE FEDERAL RESERVE LIFE 
INSURANCE COMPANY 


Mr. Frank M. Hayes, Vice-President-Agency Director, 
Federal Reserve Life Insurance Co., Kansas City, Kan. 

Sir: I am interested in joining «a progressive Agency 
Organization and will appreciate further information about 
your Organized Visual Selling Kit, Regional Agency Meet- 
ings and other modern Agency plans. 


Sincerely, 


SS NEEEEEE 


tions and of Visual Selling Material are no longer | 








W. L. MOODY, JR.) W. L. MOODY, Ul! WwW. J. SHAW 
President Vice President Secretary 


SHEARN MOODY 4. B. MILLS 
Vice President Asst. Vice President 


AMERICAN NATIONAL 


Insuraice Company 


GALVESTON.TEXAS 























; Insurance in force 
We have openings 


for live men in $542,054,101.00 
California 

Colorado Assets 
— $47,681,787.50 
Kentucky 

ae Surplus 
Minnesota 

Missouri $7,278,118.59 


North Carolina 
South Carolina 


Tennessee Ordinary—lIndustrial 
Texas 

Virginia Liberal First Year and 
Washington Renewal Commissions 


West Virginia 





If Interested Address 








American National Insurance Company 
GALVESTON, TEXAS 











| 
NDERWRITERS 











Business is good with National 
Guaranty Life. 


cies you SELL. National Guaranty 


| Your money is made on the poli- 
policies are easy to SELL. 


Liberal agency contracts and lib- 
eral policy contracts account for 
our leading all California com- 
panies in new business in 1929 
and 1930. 


We can use a few more good men. 


National Guaranty Life 
| James Oviatt Bidg. 
| Los Angeles, Calif. 
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Sales of Ordinary life in- 


surance in April continued | 


to decrease and reflected the 
general business recession of 
the past months. The volume 
of life insurance sales in 
April reached a low point in 
the downward curve. The 
general decline, which for 
the country as a whole was 
% per cent below sales of 
last April, was felt in every 


DISTRIBUTION OF SALES 
OF ORDINARY IN APRIL 





section of the country. How- 
ever, over $24,000,000 of new 
Ordinary insurance was paid | 
for every working day by the | 
people of the United States. 

The following figures show 
for April and for the first 
four months of 1932: 


April, 4 Mos., 
1932, 1932, 
Compared Com- 
to April, pared 
1931, to 1931, 
Per Cent Per Cent 
United States Total 74 87 


New England 


» 

n Middle Atlantic. 75 87 
y East North Central 72 R5 
West North Central 72 82 

South Atlantic 70 88 

East South Central 73 86 

se West South Central 78 87 
Mountain 68 83 

Pacific 79 93 


These figures are issued by 
the Life Insurance Sales Re- 
search Bureau at Hartford | 











Life Office Managers 
(Continued from page 15) 


“Our whole economic his- 
tory is replete with evidence 
of the elusive nature of prof- 
its, to combat which prac- 
tically every other line of 
human endeavor has from 
time to time found it neces- 
sary to find new ways of 
doing old tasks. 

Among the other speakers 
Monday were Frank P. Man- 
ly, president of the Indian- 
apolis Life, who discussed 
“Organization Problems of 
the Small and Medium-Sized | 
Company”: Richard Bois- 
sard, vice-president, National 
Guardian Life, “Methods 
Used to Draw Up a Monthly 
Statement.” Albert E. Smith, 
comptroller of the Security 
Mutual of New York, “Gen- 
eral Operation Statistics,” 
and F. G. Wolfinger, secre- 
tary-treasurer Central Life 
Assurance, “Agency Operat- 
ing Expenses.” 
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Reinsurance Approved 


A contract whereby 
Preferred Life Insurance 
Society of Montgomery, 
Ala., will take over all 
business of the Federal 
Life Assurance Society of 
that city under terms ac- 
ceptable to officials of 
both organizations, has 
been approved by Charles 
C. Greer, State superin- 
tendent of insurance. 











and represent the experience 
of companies having in force 
88 per cent of the outstand- 


by sections the experience | 7g Ordinary insurance in 
| the United States. 

















61 Years of Service 


to an ever-increasing number 
of satisfied policyholders, 
during which time every obli- 
gation has been fully and 
promptly met. 


SUN LIFE ASSURANCE COMPANY 


OF CANADA 
Head Office Montreal 














1887 


ability 


45th ANNIVERSARY 


Forty-five years of growth! Each succeed- 
ing year adding to the financial strength 
and scope of service to the insuring public. 
The Bankers Life of Nebraska has builded 
firmly on the bedrock fundamentals of 
careful selection of risks, conservative in- 
vestments and economic management until 
today it stands high among the leaders of 
the American life insurance companies. 


We invite correspondence from men of 
who are unattached. General 
Agency openings available in Ohio, Penn- 
sylvania, Illinois, lowa and Missouri. Write 
A. B. Olson, Manager of Agencies. 


Bankers Life Insurance Company 


Home Office—Lincoln, Nebraska 


1932 


of Nebraska 
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H. O. EDGERTON, Pres. 





Boston Mutual Life 
Insurance Company 


160 Congress Street 
BOSTON, MASS. 


“The Company of the Minute Man” 


E. C. MANSFIELD, Sec’y & Treas. 


WILLIAM H. MOODY, Supt. of Agencies 
L. J. PETERS, Asst. Supt. of Agencies 


A corporation organized and operating under the 
Insurance laws of Massachusetts. 


forms of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly 


simple and their benefits SIMPLY PERFECT. 
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he Road Ahead 


The success ahead of a life insurance salesman depends 
upon five definite things- 


. Himself 

. His field 

. His policy contracts 
. His contract 

5. 


His company 


All of these are equally important 
success can be predetermined. 
To the man who possesses the right qualifications, we 


will supply the other 


If all are goud 


requisites of the right field, the 


right policies, the right contract, with the right company 


For further information address 


A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


Julian Price, President 


Greensboro, North Carolina 





























REINSURANCE 
FIRE and CASUALTY | 





ROSSIA INSURANCE CO. 


OF AMERICA 





THE FIRE REASSURANCE CO. 


METROPOLITAN FIRE INSURANCE CO. 


OF NEW YORK 





OF NEW YORK 





THE FIRST REINSURANCE CO. 


115 BROAD ST., HARTFORD, CONN. 


OF HARTFORD 








‘*Keep Your Shop” 


Benjamin Franklin said, “Keep your shop, 
and your shop will keep you.” Many life 
underwriters during this period have become 
discouraged, and they have opened supple- 
mental shops, to piece out their income. The 
life insurance shop has divided time, and 
therefore it cannot keep, them. And the 
other shop has divided time, and it is not 
keeping them. Divided thought, time, energy, 
never have the productive power that con- 
centration yields. This period inevitably will 
end, and he who sticks it through will profit 
by his persistence when the uplift comes 


“Times are not what they might be” in 
your territory. The man on the other side of 
the continent says the same of his territory 
Yet in both your territories busy, courageous 
men are getting along. Give your field—and 
yourself—the full chance! Keep shop! 


THE PENN Mutua Lire INSURANCE Company 
WM. A. LAW, President 


Independence Square Philadelphia 














AGE and STABILITY 


fre Outstanding Qualifications of 


UNION MUTUAL LIFE 


INCORPORATED 1848 


INSURANCE COMPANY | 

















PORTLAND, MAINE | 


l —_ 











for progressive agents... 





Life The Spirit 


Underwriting of Life 
Efficiency Underwriting 
by Walter Cluff by Walter Cluff 
Repeatedly described a In th book, a sequel 
the best bewinners§ text Lif. Underwriting 


t¢ 4 I 
ivailable on life nsur Mfliciency, the author em 


ance salesmanship Nu phasizes the importance 
nerous subtle ways of at of physical ippearance 
tracting the prospect's and mental attitude. This 
ittention and beguiling book is not only highly 


methods of approach areé inspirational to both the 


outlined, followed by new and the experienced 
many ingenious closing salesman but a'so offers 
suggestions Selling ade many new ind effective 
quate coverage is stressed sales methods One Gen 
with definite examples to eral Agent says it is “the 
show how the salesman best sales book for both 


new and old men I have 
read in my 26 years in the 
business.” 


may lead the prospect to 
sdiscover the extent of his 
own needs. 


Price $1.00 Price $1.00 


12 copies, $10 12 copies, $10; 
25 coptes, $20 25 copies. $20 








C. L. U. DEGREE QUESTIONS & ANSWERS 
Price $1.00 
12 copies. $10. 


Copies of complete set of questions and 
answers to the June, 1931, C. L. U. 
Degree examination 




















ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 


—, 
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University Head to 
Discuss Annuities 





Further Details of San 
Francisco Convention 
Program Released 


Two further speakers have 


accepted the invitation of 
Theodore M. Riehle, chair- 
man of the National Conven- 
tion Program Committee of 
the National Association of 
Life Underwriters, to ad- 
dress the annual convention 
in San Francisco, August 
16-19. 

Professor David Prescott 
Barrows, of the University of 
California and former presi- 
dent of the university, will 
address the delegates on the 
subject “The Annuity Safe- 
guarding Nation and Indi- 
vidual.” 

Will H. White, manager, 
Jefferson Standard Life In- 
surance Company at San- 
ford, N. C., will discuss con- 
servation of business. Mr. 
White’s eight-year average 
renewal record of 93.4 per 
cent places him in a particu- 
larly favorable position to 
bring to the convention some 
valuable aids for the conser- 
vation of business. 

Chester O. Fisher, general 
agent for the Massachusetts 
Mutual in St. Louis and 
chairman of the committee in 
charge of the arrangements 
for the general agents’ and 
managers’ session to be held 
on Aug. 16, has announced 
the following members of his 
committee: Arthur S. Hol- 
man, manager for the Trav- 
elers in San _ Francisco; 
Frank M. See, general agent 
for the Union Central in St. 
Louis; George Kederich, 
agency director for the New 
York Life in New York 
City. 

In response to popular ac- 
claim, B. W. Davidson Thom- 
son will again conduct the 


| Scranton-Pittsburgh, Pa. 


23 





| Public Confidence in 
Insurance 


FRANKFORT, Ky., May 16. 
—Advocating the fullest use 
of advertising, with news- 

papers as principal media, 
p R RE V Laurence C. Witten, Cincin- 
nati, in a recent address at 


Louisville, Ky., before 300 
| life insurance salesmen at- 


SPECIAL FORMS 'tending the third annual 
TO MEET PRESENT sales congress of the Ken- 

















DEMANDS | tucky Life Underwriters As- 
10-YEAR Modified Whole Life = “}animer’ continually om the 
20-YEAR Modified Whole Life | idea that insurance provides 

WHOLE LIFE SPECIAL | the greatest investment liq- 


20 PAY LIFE SPECIAL 
and others— 


uidity, strength and security 
and removes all fear of a 


A Policy for Every Man, | penniless old age.” 
Woman and Child Discussing “Modern Meth- 
Ages 0-60 ods of Sales Promotion,” Mr. 
| Witten stressed the fact that 
JOHN M. HULL, FRANK F. EHLEN, | the greatest thing in favor 
President Director of Agencies | Of insurance salesmen is that 





public confidence in the in- 
stitution of insurance is un- 


BUFFALO MUTUAL |se. xs rc 
LIFE INSURANCE COMPANY “fi4,the people with money 


Founded 1872 —_——_. 


452 Delaware Avenue Buffalo, N. Y. | College Employees Insured 


R. D. Hetzel, president of 
| the Pennsylvania State Col- 
lege, State College, Pa., an- 
nounces that approximately 

2 ——— — $3,200,000 of group life in- 
convention singing, accom-| play entitled “Life’s Like| surance has been provided 
panied by Joe Lyon. | That,” written by Louis Ul!-| for members of the faculty, 

An added feature of the | man, representative for the | and other employees through 
convention program is the| New York Life in Los An-| a contract with the Equi- 
staging of a life insurance | geles. | table Life. 
































General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 
care of THE SPECTATOR 


a 


























B. R. BAYS, 
President 





™ SERVICE LIFE & | Asem Waned 


LINCOLN, NEBR. lected territory for hust- 


Began business in 1923. Now in 15 States 


Good opportunities in se- 





lers. 


Up-to-date policies. Lib- 


eral commissions. 


JOHN L. OESCHGER, 
Sec’y-Treas. @ 
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An Impressive Tribute 


This entire month of May is devoted by Peoria Life 
agents to a special celebration. May is President's 
Month, and their efforts are dedicated as a compli- 
ment to the company’s president, Emmet C. May, their 
friend and leader. 


In the idea of President’s Month as observed by the 
Peoria Life Agency Force, there is something that 
moves the heart and touches the emotions. What 
more impressive tribute could a man receive than to 
have a multitude of friends exerting themselves to the 
utmost to compliment him in such a worthy manner? 
In his honor are placed in force thousands of policies 
of insurance, each some day to support a widow, or 
educate a child, or sustain a business enterprise, or 
provide comfort for an old man in his sunset days. 


Small wonder that President’s Month is invariably 
the biggest month in the Peoria Life calendar. It is 
an interesting token of the character of the com- 
pany’s agents that their strongest efforts are inspired 
by affection, friendship, and loyalty. On such senti- 
ments as these rests the whole institution of life 
insurance. 


Peoria Life Insurance Company 


Peoria, Illinois 




























DEVOTED to the 
ideals of family security and in- 
G@upep@emes,. 6 2 et ltl 


ADAPTED «o and in 
harmony with modern agency 
and underwriting practices that 
protect the interests of the field- 
man and the policyholder. 













SECURITY LIFE 


INSURANCE COMPANY 
OF AMERICA 


Executive Offices: 
One Thirty Four North La Salle Street 
Chicago 















SSESSSESESESESESSSSES 


“Agents are extremely fortunate”— 


5 Reap this statement made by the judges of the 1931 $ 
Insurance Advertising Conference Exhibits, United 

J States and Canada: $ 
“Southland Life’s contribution, “The Little Red Book,” $ 
is an admirable piece of work. It incorporates not only 
direct mail help, but sales help in almost every phase— 
to which the advertising department has a connection. $ 
“The judges were impressed with its completeness and $ 
usefulness. It was their opinion that ‘agents are ex- 
tremely fortunate who have this kind of home office 
support.” % 
“It is with the full measure of recognition that we give 
this entry an Honorary Citation.” $ 


giving every modern aid to agents, write CLARENCE E. 
Linz, First Vice President, or Cor. W. E. Tatsot, Agency 
Manager. 
Southland Life Insurance Company 
Harry L. Seay, Pres. Dallas, Texas 


B 
$ 
S 
B 
£ 
5 If you are interested in an agency contract with a company 
$ 
B 
B 
SPESESSSESSSSSESSSSSSES 











CENTRAL STATES LIFE 
INSURANCE COMPANY 
OFFERS YOU 


Policies for all ages 1 to 70. 

Children’s Policies with Beneficiary Insurance. 

Both Participating and Non-Participating. 

Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 

| Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 

Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 








NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in force 
Write direct to Home Office 


ST. LOUIS 








ADDITIONAL 
BRANCH OFFICES 
To Be Opened by 


THE PAN-AMERICAN 


A new contract, embodying unusually liberal features, will be 
given Managers selected for the following cities: 





KANSAS 1OWA OHIO 
Topeka Davenport Youngstown 
Salina Cedar Rapids Lima 
Wichita INDIANA ~s 

MI URI South Bend 
St. Joseph Kokomo Martinsburg 


For complete information, write 
TED M. SIMMONS 
Manager United States Agencies 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice-Pres. & Geni. Mer. 
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Burial Associations Under | 
Department Regulation | 
The Mississippi Legisla- 
ture has passed a bill and 
the governor has signed it to 
regulate burial associations. 


The bill requires that any 
burial association which 
writes a contract for over 


$150 must do so on a special 
contract prepared by the In- 
surance Commissioner. 


Eastern Life Election 


Louis Lipsky was re- 
elected for the third time as 
president of the Eastern 


Life Insurance Company of 
New York, at a meeting of 
the board held on May 17. 
Max Perlman and Dr. Isaac 








Working with Both Hands 


Monarch representatives have not only life 
insurance to offer, but also noncancellable acci- 
dent and health. 


pect for life insurance into a prospect, because 
the information obtained in this manner brings 
out life insurance needs. 


MONARCH 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Almost every interview on 
accident and health insurance converts a sus- 


Second in Production for 
First Four Months 


The Morton & Morton 
rong 316 North Eighth 
Street, St. Louis, Mo., ranked 
| second among all of the 
agencies for the Connecticut 
| Mutual Life Insurance Com- 
| pany in the production of 
| new paid for business during 
the first four months of 1932. 
| A large agency in New York 
City was the only one to top 
the St. Louis agency which 
is headed by Stratford Lee 
Morton. The Morton & 
Morton Agency recorded a 
60 per cent gain over the 
same period in 1931, which 
had exceeded the 1930 record 


























for the same months. 





Sossnitz were elected vice- 
presidents; Morris Umans, 
treasurer; and Jacob Ish- 
Kishor, secretary. 

The Eastern Life Insur- 
ance Company of New York 
is now located at 303 Fourth 
Avenue, corner of 23rd 
Street. 





Female Disability Disallowed | 


The Continental Life In- 
surance Company of St. | 
Louis, Mo., has notified its 
field organization that after 
May 18 no disability fea- 
tures of any character will 
be granted to female ap- 
plicants for life insurance. 
Dr. C. R. Dudley, vice-pres- 
ident and medical director, 


has requested agents not to 
solicit women for disability 
features. 


Reenters Wisconsin 

The board of directors of 
the Connecticut Mutual Life 
Insurance Company an- 
nounce the appointment of 
Kenneth W. Jacobs, Jr., well 
known Milwaukee life insur- 
ance man, as genera] agent | 
at Milwaukee. With the ap- 
pointment of Mr. Jacobs, the 
company re-enters the State 
of Wisconsin. 
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COMMONWEALTH LIFE 
INSURANCE COMPANY 





qe 
COMMONWEALTH 
CORDIAL 


ON, 


Company, 


And, with the cordial support, the personal interest, and the whole- 
hearted backing which we give to our agents, you will be sure to 


GO AHEAD. 


“TURN RIGHT” 
JOIN THE 


“Be Sure You 


Then Go Ahead!”’ 


You WILL BE RIGHT if you join The Commonwealth Life Insurance 


CommonweEaLtH Lire INs.Co. 
Louisviitie, 





Are Right— 


Ky 














Getting the Name on the 


(Concluded from page 6) 
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ink, such as a specal color, or an ink 
which will photograph photostat 
well, and use this as a reason for re- 
questing the prospect to take their pen. 
The tactics is based on the idea that if 
the prospect will do a number of small 
favors for the salesman, sooner or later 
he may do the big favor of signing his 
hame on the dotted line. 

PEN AS A GIFT TO PROSPECTS. 
Many an interview has been gained by 
& mail offer of some cheap gift such 


or 
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as a memorandum book or key ring. 
It remained for a confident and aggres- 
sive salesman to offer a real gift to 
customers—the pen with which the cus- 
tomer signed the order. 

A PARTICULAR INSTANCE. A 
specialty salesman made a call upon 
the salesmanager of a firm from whom 
he had been receiving a direct mail fol- 
low up. He pointed out that the let- 
ters were evidently signed by a girl, 
with a fine pen. He suggested a stub 
pen—and perhaps a back hand signa- 
ture, to give the letter close a more 
sturdy and masculine appearance. With 


this service introduction he presented 
his own sales story. Though this is a 
particular instance, it has a wider ap- 
plication that may at first seem to be 
the case. Many letters do not look as 
though they came from an executive, 
though they are form letters purport- 
ing to come from one. 

POCKET FULL OF PENS. A sales- 
man with an interest in handwriting 
kept a pocket full of pens, and created 
interest by finding a pen of just the 
right balance and point to suit the par- 
ticular prospect. From this point he 
entered his demonstration easily. 


Life Insurance 











S mene / 
By Mage, had Up 


IRES, huckleberry pie, apple dump- 
lings, clam chowder, balloon ascen- 
country fairs, Fourth of July 
and a great many other things I can 
think of are not what they were when 
I was a boy. 
mean they were much better and far 
more exciting then than they are to- 
day. I can imagine some reader who 
dates back an equal length of time 
who might agree to all the items [ 
have enumerated excepting the first. 
Fires, he might protest, are bigger, if 
not better than ever before when there 
is a fire since the buildings to burn are 
so much larger than they were, say, in 
1908. He is probably correct so I will 
change my assertion and say that so 
far as I am concerned fires in New 


sions, 





By that, of course I | 


York City are nothing compared to | 


what they used to be in New London, 
Conn., much earlier in the present cen- 
tury. 
* © ca 

REAT fires were by no means the 

order of the day in the Old Har- 
bor Town. I believe the last so rightly 
to be described was when Benedict 
Arnold burned the city, but that was 
even before my day and I was not on 
hand to see it. But there were fires 
now and then and when the fire bell 
rang its music was a challenge to 
youth to follow in its train, or, rather, 
to follow the fire engine which, pulled 
by swift horses, went dashing to the 
scene. 
fined in a class room in the boy’s school 
I attended in that city that I could not 
escape, I would immediately run as fast 
as I could in the direction where |! 
supposed the fire to be immediately 
the fire bell began to ring. And many 
an exciting blaze I watched and en- 
joyed. 


- 7 = 


OWEVER, here in New 

hear the sirens in the street and 
frequently I see the engines, and the 
other motorized fire apparatus dash- 
ing by. 
the killing. Recently I was fortunate 
enough to be almost at the scene of 
the fire. Apparatus came clanging 
into 72nd Street, enough, it seemed to 
me, to nip in the bud a second San 
Francisco conflagration. I forced my 
way through the crowd. A Ford auto- 
mobile stood by the curb, its hood 
raised. It had become overheated or 
for some reason poured out a great 
cloud of smoke, and some passer-by 
had turned in an alarm. 


Fire Insurance 


Unless I were so strictly con- | was particularly fine, tonight, to see 


MEN AND 
MAT TERS 


IN FIRE 


~ 





The annual dinner 


of the Brooklyn Insurance Brokers 
recently held, 
great One feature was the 
reception tended to Judge Albert Con- 
way, former superintendent of Insur- 
ance of the State of New York. In 
the May issue of the bulletin pub- 
lished by the association is the fol- 
to Judge Conway: 
“Judge Conway still continues to give 


Association, Was a 


success 


lowing tribute 


unstintingly of his time and of his 
dynamic personality at all events of 


| the Brooklyn Insurance Brokers As- 


But I do not run to be in at | 


sociation. He has an inexhaustible 
reservoir of friendship for those in 
the insurance profession. And do we 
appreciate it? Well, you should have 
heard the rousing reception he re- 
ceived when he came in and seated 
himself on the dais, and again when 
Toastmaster Butler called on him to 
rise. The reception he was accorded 
caused Superintendent of Insurance 
Van Schaick to remark in his open- 
ing, when called upon to speak, ‘It 


welcome 
It was a splendid 


the wonderful 


Judge Conway. 


given to 


| reception, and if, when I return to my 


home city, I receive a reception such 
as that you gave my predecessor to- 
night, it will warm the cockles of my 
heart. The insurance brokers of 
3rooklyn look to Judge Conway as 


York I | their loyal friend and champion.” 


* - a 


Fee fire prevention 
department of the Western Actuarial 
Bureau reports that there were thir- 
teen town inspection and educational 
campaigns conducted by the various 
State fre prevention associations in 
central western territory last month, 
in which 350 fieldmen participated. 
Of the 2657 risks inspected in the 
different towns by the fire prevention- 
ists during April, 2088, or almost 79 
per cent, were criticized, a total of 
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INSURANCE 


7708 defects of various kinds being 
discovered. In connection with the 
different carried on last 
month, eighty public addresses, to a 
total of 26,552 persons, were made by 
members of the speakers’ bureaus of 


campaigns 


the various associations and others. 
Of these talks, sixty-seven were de- 
livered before 24,820 children, and 
thirteen to 1732 adults. 

x * 


The May membership 


meeting of the Atlanta 
ciation of Fire Insurance Agents was 
held last Thursday. The president 
of the association announced that ap- 
proximately 90 agencies 
had become members of the associa- 
tion and that practically all had paid 
up their initiation fee and dues in full 
which, he feelingly remarked, “must 
be some kind of a record.” 


(Ga.) Asso- 


insurance 


” « * 


| officers of 


the Fireman's Fund Group attended 
in official capacity, the annual meet- 
ing of the United States Chamber of 
Commerce which took place in Sat 
Francisco, May 17 to 20. J. B. 
Levison, president of the Fireman's 
Fund Group, represented the National 
Board of Fire 
tional counselor and George Jordan, 


Underwriters as na- 


marine secretary of the group, was 
national coun- 
selor for the Institute of 
Marine Underwriters and Association 
»f Marine Underwriters of the United 
States. 


present as substitute 


American 


A: the May meeting 
of the Flint (Mich.) Association of 
Insurance Agents the committee for 
the 1932 Michigan State Convention, 
which is to be held at Flint, reported 
that the date has been set tentatively 
for Sept. 28 and 29. 
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America Fore Promotions 


Seven Officers and 
Agency Men Are 
Advanced, Chair- 
man Sturm An- 
nounces 


A number of important 
promotions in the companies 
composing the America For 
Group were announced by 
Ernest Sturm, chairman of 
the boards of the companies, 
following meetings of 
boards held last Thursday, as 
follows: Frank A. Christen- 
sen, secretary, to be vice- 
president; Lamar Hill, vice- 
president and counsel, to be 
vice-president and _ general 
counsel; Vernon Hall, secre- 
tary, to be vice-president, 





the | 





Vernon Hall 


and J. S. King, R. F. Rieder | 
and LeRoy T. Brown, who 
have been agency superin- | 
tendents, to be assistant sec- 
retaries. Thomas E. Sulli- 
van, assistant to Mr. Hili, 
has been designated counsel 
of the fire insurance com- | 
panies. 

Mr. Christensen, who was 
made a vice-president of the 
Fidelity and Casualty Com- 
pany of the “America Fore” 
group on Wednesday, has 
been with the fire insurance | 
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F. A. Christensen 
companies since 1921 and has 
been an officer for seven 
years. In that time he has 
had charge of many depart- 
ments of the organization. 
Mr. Hill has been with the 
companies for ten years. He 
was special assistant attor- 
ney general of Georgia and 
during the war was Adjutant 
General of the 81st Division 
of the A.E.F. in France with 
the rank of Lieutenant Col- 
onel, which rank he still holds 
in the Reserves. After the 
war he served as Special As- 





Lamar Hill 


Attorney General of 


sistant 
the United States and en- 
gaged in general law prac- 
tice in New York. 
(Concluded on page 31) 
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Illinois Banks May Not 


Act as Insurance Agents 


Important Ruling by Attorney General Oscar Carl- 
strom May Result in Agents Seeking Similar Action 


in Other States 


CHICAGO, May 24.—The surprising and momen- 
tous ruling that under the banking laws of Illinois, 
the banks of this State are not authorized to act as 
agents for insurance companies was made last 
week by Attorney General Oscar Carlstrom. 


The 
“A bank is not permitted by 
charter statute to be an 
insurance agent.” 

This action which is of 
such immediate importance 
to the local insurance agents, 
in view of their prolonged 
campaign against the ap- 
pointment of bank insurance 
agencies, is an indirect by- 
product of the new agents’ 
qualification law of _ this 
State. The opinion 
attorney general was asked 
by Oscar Nelson, auditor of 
public accounts, following 
the promulgation of a ruling 
by the State insurance de- 
partment that it would li- 
cense banks as such, under 
the new law. 

The intent of the 
ance department’s ruling 
was to put the responsibility 
for the insurance 
upon the one directly profit- 
ing therefrom, the bank, and 


or 


a 


ruling tersely put is’ 


| effort will 
of the | 





taken by the Illinois Bankers 
Association. The opinion 
has been expressed that the 
banks are not disposed at 
this time to fight the ruling. 

However in view of the 
fact that the national bank- 
ing act expressly gives na- 
tional banks in communities 
of 5000 inhabitants or less, 
authority to act as insurance 
agents, it is possible that an 
be made at the 
next session of the [Illinois 
general assembly to amend 


| the State banking laws ac- 


insur- | 


| against bank agencies. 
agency | 


lin other 


not the bank employee who | 


for years had been the nom- 
inal agent. This was ruling 
No. 6 with reference to the 
agency qualification law. 
Now, in view of the fact 
that the State insurance de- 
partment will not license 
nominal agency heads under 
the new 
ney general has ruled that 
under the banking laws, the 
banks cannot be licensed as 
agents, early retirement of 
the State banks from the in- 


surance agency field is ex- 
pected, 
No action has yet been 


law and the attor- | 


cordingly. 

The surprising fact that 
the opinion should be based 
solely upon the banking laws 
may indicate to the local 
agents throughout the coun- 
try that they have missed a 
telling weapon in their fight 
It is 
believed in Illinois that simi- 
lar rulings will now be asked 
States by local 
agency organizations, espe- 
cially in those having bank- 
ing laws similar to Illinois. 

The opinion, as written by 


David J. Kadyk, assistant 
attorney general, is terse 
and lucid. It first lists the 


powers granted by the State 
banking act, and then argues 
that because the right to act 
as an insurance agent is not 
expressly granted, it cannot 
be assumed as an incidental 
power because it is not based 
primarily upon necessity 


| and because it is not neces- 


sary to carry out an express 
power. 
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ash “Value 





at the Time of Loss 


thea value at the time of loss is 

what an insurance company con- 
tracts to pay in a policy. It is glad to 
pay, too, when a loss is honest. When 
property is over-insured, it pays only 
cash value, and when under-insured, 
its share of the cash value at the time 
of loss, as determined by coinsurance. 


Simple as this is, it is nevertheless a 
source of difficulty to insurance be- 
cause of public misunderstanding. 
Sometimes the over-insured feels that 
since he paid a certain premium, he 
should collect in full, while the under- 
insured may feel that he should receive 
at least the face value of his policy. 


Fire insurance continues to pay its 
losses in the usual way. It is not de- 


laying, except when a loss is suspicious 


or dishonest. 


Such action in these times of stress 
is winning public favor. People are 
learning many things about stock fire 
insurance. Among them, that it is a 
business organized to weather eco- 
nomic storm and stress or conflagra- 
tions, and that the interest of the policy- 
holder is uppermost in its mind, as in- 
dicated by the loss payment record. 
Excuses for delay could be found read- 
ily enough, but they are not needed. 


In short, the insuring public knows 
that insurance always pays cash value 
at the time of loss and lives up to the 
letter and spirit of its contract. 


AMERICAN EQumTABLE ASSURANCE Importers & Exporters INSURANCE MerRcHANTs & MANUFACTURERS FIRE 
Company or New York ComMPANY oF New York INSURANCE Co. 
Capital, $1,000,000.00 Capital, $1,000,000.00 Newark, N. J. Chartered 1849 
Guose & Repustic INSURANCE . Capital, $1,000,000.00 
CoMPANY OF AMERICA KNICKERBOCKER INSURANCE COMPANY New York Fire Insurance CoMPaNy 
Philadelphia, Pa. Established 1862 or New York Incorporated 1832 
Capital, $1,000,000.00 Capital, $1,000,000.00 Capital, $1,000,000.00 


CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 


92 William Street 


New York, N. Y. 
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Fiftieth Annual 


Meeting 


of N.Y. State Local Agents 


Notable Speakers Address 
cuse; Supt. Van Schaick 


Large Gathering at Syra- 


Urges Restriction of Fire 


and Casualty Company Investments 


( By a Staff Writer) 


SYRACUSE, N. Y., May 24. | 
—This meeting of the New| 
York State Association of lo- | 
cal agents at the Syracuse 
Hotel in this city makes the 
fiftieth anniversary of the 
organization. 

An innovation this year is 
the establishment of break- 
fast meetings; the first was 
held this morning by the cas- 
ualty group, Thomas L. 
Sharp presiding. Automobile 
liability rates, importance of 
adequate limits on automobile 
liability insurance, cut-rate 
and mutual companies and 
automatic cancellation of pol- 
icies after non-payment of 
premium were the principal 
subjects discussed. 

Welling Patter, of Roches- 
ter, presented some effective 
arguments against mutual or 
cut-rate insurance, laying 
stress upon the importance 
of certain protection of stock 
insurance at manual rates in 
uncertain times such as the 
present. 

James L. Case outlined the 
developments in the move to 
include an automatic concel- 
lation clause in the standard 
policy for non-payment of | 
premium. He urged the sup- | 
port of the members to this 
movement pointing out its 
many advantages. 

The opening session of the 
convention was presided over 
by Theodore L. Rogers, pres- 
ident of the Association. His | 
report and that of Secretary 
and Treasurer Charles F. 
Miller reflected a very satis- 
factory year for the Associa- 
tion not only from the stand- 
point of accomplishment but | 
in financial results and the 
maintenance of membership | 
during a very difficult year. 

Walter H. Bennett, secre- | 
tary and counsel of the Na- 
tional Association of Insur- | 
ance Agents, praised the New 
York Association on its prog- | 
ress during its fifty years of 
existence and traced the his- 
tory of the National Board of 
Fire Underwriters at the time | 
this association was organ- 
ized, pointing out the dissen- 
sion and problems existing in | 
that- organization at that | 





time. 
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He said that he was look- | 


ing for much good to come 
from the organization of the 
Fire Insurance 
Association, as he felt that 
the ultimate success of the 
business depended upon fur- 
ther organization among the 
companies and agents. 
rence Saw, manager of the 
New York Fire Insurance 
Rating Organization, spoke 
on “Fifty Years of Insurance 
Rating.” He outlined the 
very simple basis of schedule 
rating as adopted by the Un- 
derwriters Association. 

Rockwood Hosmer, presi- 
dent of the Illinois Associa- 
tion of Insurance Agents, 
brought the greetings of his 
association to the New York 
association and congratula- 
tions on its fiftieth anniver- 
sary. 

George G. Kern, president 
of the Association of Local 
Agents of the City of New 
Yayk, Inc., spoke on branch 
office competition. He said it 
was time for agents to stop 
declaring against branch of- 
fices and to take some action. 
He stated that this menace 
must be curbed if the Ameri- 
can agency system is to en- 
dure. Several instances were 
cited where agents of years’ 
standing were replaced by 
branch offices. He pointed out 
that the public as well as the 
agents should oppose the 
branch office system. 

J. J. Hall, director street 
and highway safety division 
of the National Bureau 
Casualty and Surety Under- 
writers, made a very inter- 


dent prevention work of his 
organization throughout the 


country. 


The Annual Banquet 


Calling upon the agents 


| for support of the bill when 


it is again introduced in the 
State Legislature, the Hon. 
George S. Van_ Schaick, 
superintendent of insurance 
of New York State, referred 
to the bill which recently died 
in committee, imposing fur- 
ther restrictions upon the in- 
vestments of the fire and 


casualty insurance com- 


of sufficient to take care of their 


Executives | 


Law- | 





Sixty-Sixth Annual Meet- 
ing of National Board 
Today 


The sixty-sixth annual 
meeting of the National 
Board of Fire Underwrit- 
ers will be held today at 
the Waldorf-Astoria Ho- 
tel in New York City, be- 
ginning at 11 o’clock. The 
address of President C. 
Weston Bailey, president 
of the American Insurance 
Company, of Newark, will 
be the only speech. Re- 
ports by the chairmen of 
the standing committees 
and the election of officers 
are the other features of 
the meeting. It is ex- 
pected that the present 
officers will be reelected. 
President Bailey’s address 
will be reported in THE 
SPECTATOR next week. 











| panies, during his address be- 





fore the New York State As- 
sociation of Local Agents at 
its fiftieth anniversary ban- 
quet in this city tonight. 

Theodore L. Rogers, presi- 
dent of the Association, was 
toastmaster, and introduced 
Superintendent Van Schaick 
as the first speaker. He 
commended the agents on 
their work in pushing the 
agency qualification law and 
pledged himself to see that 
the law was put into effect 
in accordance with the spirit 
of those in back of it. He 
put himself on record as pro- 
posing to enforce the laws 
relating to ethical practices 
and asked the assistance of 
the agents in upholding these 
laws. - 

Ernest Palmer, manager 
and general counsel of the 
Chicago Board of Under- 
writers, in his inimitable 
style supplied the audience 
with an abundance of witty 
remarks and clever stories 


after - dinner requirements 


'- | for the entire convention sea- 
esting address on the acci- | 


| listeners 





He pointed out to his 
the many weak- 
nesses and _ unsatisfactory 
conditions in the insurance 
business by means of a series 
of questions which provided 
material for serious thought 
in a most unique and effec- 
tive manner. 

Charles L. Gandy, chair- 
man of the executive com- 


son. 


| mittee of the National Asso- 


ciation of Insurance Agents, 
was the last speaker. He 
greeted the New York Asso- 
ciation as the leader of all 
the State associations and 
outlined to the members the 
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Pearl To Do Direct 
| Writing in U.S. 
| Peete 


|New Firm of Stevens & 
| Hopps to Be General 
Agents Here 


Rumors that have been 
current for some time that 
the Pearl Assurance Co., 
Ltd., of London, planned to 
enter the United States for 
the direct writing of fire in- 
surance and allied lines were 
verified Tuesday by the an- 
nouncement of George Tilley, 
chairman of the company, 
now in this country, that 
this will be done and that 
a new firm, Stevens & Hopps, 
will be United States gen- 
eral agents for the company. 
George C. Stevens, of the 
firm of Cornwall & Stevens, 
and Stewart B. Hopps, com- 
pose the new firm. The Pearl 
entered the United States in 
1927 where it has confined 
its operation to reinsurance 
coming under treaties with 
the London & Lancashire 
Group. It is announced by 
Gilbert Kingan, United 
States manager of the Lon- 
don & Lancashire and affil- 
iated companies, that the re- 
insurance contracts former- 
ly in effect have been discon- 
tinued and that he has re- 
signed as U. S. manager oz 
the Pearl. 

Mr. Stevens became a 
member of the new firm of 
Samuels, Cornwall & Stevens 
in 1894. Since the death of 
Mr. Samuels Mr. Stevens 
and H. C. Cornwall have con- 
ducted the firm as a part- 
nership arrangement. Mr. 
Stevens leaves the firm to 
form the new firm with Mr. 
Hopps and the former firm 
will be continued under the 
name of Cornwall & Stevens, 
his interests in it having 
been taken over by his son, 
Leighton H. Stevens. Mr. 
Hopps was formerly an ex- 
ecutive of the National Union 
Fire Insurance Company, of 
Pittsburgh, and formerly 
vice-president of the Amer- 
ican Merchant Marine In- 
surance Company. An an- 
nouncement relative to the 
handling of the business in 
the United States will short- 
ly be made. 








many problems they have to 
face and the necessity for 
close cooperation and solid 
organization if progress was 
to be made. 
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Lapses and Loans 


Use Leaflets as an enclosure with your 
premium notices 


Conservation Leaflets te Reduce Lapsation 


AT THE END OF THE ROAD—It proves by 
those who watch at the bedside of the dying 
that a man’s last thoughts are not of himself 
but of his family. Price, 1000 copies, $35.00. 

BEST PROPERTY YOU OWN—Disposes of all 
the stock arguments of the policyholder who 
wants to drop his life insurance. Price, 1000 
copies, $22.50. 

HARD TIMES—It points out that a man’s wife 
and children are his preferred creditors and 
that when times are hard other debts can 
stand. if need be, for by every law of love 
and right and justice, wife and children come 
first. Price, 1000 copies, $25.00. 

HOW HOPES ARE SHATTERED—Several 
touching instances are given where the lapse 
of a policy has meant great hardship to the 
a of the assured. Price, 1000 copies, 
35.00. 


THE LAST LINE OF DEFENSE—Mr. Nash's 
last leaflet impressing upon the policyholder 
the value of maintaining his policies in force. 
Price, 1000 copies, $30.00 

A WIDOW’'S AWAKENING—A folder im- 
pressively portraying the sad awakening of 
a widow to the fact that the policy she 
thought was in force had been lapsed. Price, 
1000 copies, $25.00. 

WHY WE DON'T LIVE FOREVER—Millions 
of copies have gone out with premium notices, 
It is also effectively used by many agents in 
soliciting. Price, 1000 copies. $25.00. 


Conservation Leaflets to Reduce Loans 
BORROWING FROM MARY—The purpose of 
the leaflet is to discourage a policyholder 
from borrowing on his insurance and also 
to induce him to repay any loan he may 
poveeuey have made Price, 1000 copies, 
.00. 


BORROWING ON YOUR LIFE INSURANCE 
—Points out the fallacy of making a loan on 
a life insurance policy. An excellent leaflet 
for use to discourage applicants for a loan. 
Price, 1000 copies, $30.00. 

HAVE YOU A LOAN ON YOUR LIFE IN- 
SURANCE?—This leaflet points out the 
great abuse of the loan privilege by policy- 
holders, showing it to be detrimental to the 
interests of the insured, the beneficiary and 
the cause of life insurance generally. Price, 
1000 copies, $30.00 

SOME DON'TS OF LIFE—An effective array 
a arguments in favor of life insurance pro- 
tection. The briefness and directness of each 
“Don't make this an excellent piece of life 
insurance propaganda. Price, 1000 copies, 
$30.00. 


WHAT LIFE INSURANCE MEANS IN 
DAILY LIFE—Showing the importance of 
life insurance in everyday life, idea! for both 
eet and policyholder. Price, 1000 copies, 

00 


Attractive discount in larger quantities. 
Your imprint on lest page without additional 
cost. 
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Journal Institute 


of Actuaries 


A complete set of the Journal of 
Institute of Actuaries, Volumes 1 to 
60, bound in blue cloth and in good 
condition, has been placed in our 
hands for disposal. 


We will be glad to quote a price to 
any insurance company, actuary, or 
library who would be interested in 
obtaining these volumes. 


Address inquiry: 
The Spectator Company 


243 West 39th St. 
New York City 
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America Fore Promotions | 
(Concluded from page 27) | 


Mr. Hall has been with the 
Continental since Jan. 1, 
1909, when he was appointed | 
an inspector. Two years | 
after he was made special 
agent for Georgia, working | 
out of Atlanta. On April 1, 


1921, he was appointed gen- 
adjuster in 


the home 


eral 





R. F. Riede: 

office. Previous to joining 
the Continental, Mr. Hall 
had engaged in electrica! 
work 

Mr. Sullivan formerly 
practiced law in the State of 
Maine and was _ assistant 
judge advocate of the Port 
of New York, after a war 
service as Captain in In 
fantry. He joined the 
America Fore companies 
nine years ago. 

Mr. King joined the Ni 


agara 29 years ago and con- 








Le Roy T. Brown 


| 
| 


tinued with them when the 
company was acquired by the 
Continental and _ Fidelity- | 
Phenix. Mr. Rieder came 
with the Continental in 1898, | 
following his graduation | 
from City College, and Mr. | 
Brown joined the group 10 | 
years ago as special agent. | 
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| New York State. 


Fire Insurance Examiners 
Association Annual 
The annual meeting of the 
Fire Insurance Exmainers 


Association will be held at 
the Drug and Chemical Club, 


| New York City, next Tuesday 


afternoon at 5.45 o’clock. 
The guest speaker will be 
Superintendent of Insurance 
George S. Van Schaick of 
The nomi- 
nating committee has _ sub- 
mitted a slate for the new 
officers which is in effect the 
advancing the present officer 
to higher offices. The nomi- 
nees for the office of presi- 
dent, to succeed the present 
president, J. L. Brandmaier, 
are Edmund F. Costello, of 
the American of Newark, 
now vice-president, and 





Harold Warner Sails 


Harold Warner, United 
States Fire manager, 
Liverpool & London & Globe 
Insurance Co., Ltd., of Liver- 
pool, sailed yesterday on the 
S.S. Berengaria. He will 
visit the home office and ex- 
pects to be away from New 
York for four or five weeks. 








George Tisdale, of the Com- 
mercial Union, now treas- 
urer. The committee recom- 
mends that the second choice 
for president be elected vice- 
president. The other nomina- 
tions made are: For secre- 
tary, Charles L. 
Home; recording secretary, 
J. Neilan, Norwich Union; 
treasurer, F. J. Rieder, Pa- 
cific Fire. 


the | 


Nordsick, | 


31 


Home 25 Year Medal to 
J. H. Reifenrath 


| A. L. Millhollin, special 
| agent of the Home Insurance 
Company, of New York, re- 
cently presented a_ silver 
medal to J. H. Reifenrath, 
local agent at Crofton, Neb., 
in recognition of his 25 
| years of service with the 
| company. 





_ Secretary of Birmingham Fire 


The Birmingham Fire In- 
surance Co., of Pennsyl- 
| vania, Pittsburgh, announces 
| the election of Kenneth F. 
| May as secretary. The Bir- 
|mingham Fire is affiliated 
with the National Union 
| Fire Ins. Co., of Pittsburgh. 
of which company Mr. May 
has been an assistant secre- 
| tary for several months. 
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ACCIDENT— BONDING — MISCELLANEOUS 


U.S.F.& G. Adds 
to Surplus Funds 


Cuts Capital $8,000,000 
and Places Same in Sur- 


plus 


BALTIMORE, May 23.—Di- 
rectors of the United States 


Fidelity & Guaranty Com- 
pany last week voted to re- 
duce the par value of the 


company’s outstanding 
shares from $10 to $2. This 
action will reduce the com- 
pany’s capital from $10,000,- 
000 to $2,000,000 and trans- 
fer $8,000,000 to surplus ac- 
count. 

Letters mailed out last 
week to the owners of the 
1,000,000 outstanding shares 
of the company called a spe- 
“ial meeting of stockholders 
for June 6 to the 
proposal. 


vote on 


Columbia Casualty 





Commercial Reinsures 
New Jersey Fidelity 
and Plate Glass 


All the outstanding lia- 
bility of the New Jersey 
Fidelity & Plate Glass In- 
surance Company of New- 
ark, in the casualty lines, 
has been reinsured as of 
May 20, by the Commer- 
cial Casualty Insurance 
Company, Newark, N. J., 
a member of the Loyalty 
Group. 

A letter to the agents 
of the former company 
from S. C. Hoagland, 
president, advises them of 
the transaction and rec- 
ommends the acceptance 
of an agency appointment 
in the Commercial. 

As of Dec. 31, 1931, the 
New Jersey Fidelity & 
Plate Glass reported pre- 
miums in various casualty 
lines of $2,917,582. The 
surety department of the 
company concluded the 
year 1931 with a very high 
loss ratio. 














‘Casualty Actuaries Discuss 
Rate-Making Developments 


Futility of Attempting to Make Rate Levels Conform 
to Current Estimated Loss Costs Exposed by 
Speakers at Semi-Annual Meeting 


That casualty companies can stand a reason- 


_ able underwriting loss because of their substan- 


tial investment profits is a fallacy that has been 


| exploded during the past two years, Thomas Tar- 


bell, president of the Casualty Actuarial Society, 
told the members assembled for the semi-annual 
meeting at Hartford on May 20. 


In this connection 
Tarbell pointed out that it 
is more than ever apparent 
that the underwriting fea- 
ture of the business must 
stand on its own feet and 
that investment profits, if 
any, and interest on _ re- 
serves have no place in the 
rate structure other than 
that of a possible factor of 
safety. 








and Ocean Accident CHAMBER OF COMMERCE 
INSURANCE RESOLUTIONS 


The Ocean Accident and 
Guarantee Corporation, Ltd., 
which was organized in 1871, 
has transacted business in 
the United States since 1895 
—a period of 37 years. It 


owns every share of stock of 
the Columbia Casualty Com- 
pany of New York, which 
was organized in 1920. These 
two companies have paid 
claims in the United States 


in excess of $140,000,000. 
They are conducted under 
the same management and 
follow the same 
respect of investments 
underwriting. It is a mat- 
ter of regret, therefore, that 
in the Handy Chart of Casu- 
alty, Surety and Miscellane- 
ous Insurance Companies, 
1932 edition, the statements 
of these two companies are 
shown on different bases 
The financial exhibit in the 
Handy Chart of The Ocean 
Accident and Guarantee Cor- 
poration, Ltd., is presented 
as though securities had 
(Concluded on page 36) 
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and | 


A gratifying number of 
local and national figures in 
the fire, life and casualty in- 
surance professions were in 
attendance at the round 
table conference of the Cham- 
ber of Commerce of the 
United States held in San 
Francisco on May 18. Papers 
were prepared and delivered 
by G. Powell Hamilton, di 
rector of group annuities for 


the Equitable Life Assur 
ance Society, and W. P. Ful- 
ler, Jr., president of W. P. 


Fuller & Co., on “Accumulat- 
ing Reserves Through Annui- 
ties.” James S. Kepmer, 
president of the Lumbermen’s 


Mutual Casualty; William B. | 


the 
Com- 


Bailey, economist of 
Travelers Insurance 
pany; Thomas H. 
San Francisco manager of 
the Liverpool and London and 
Globe Insurance Company, 


jand Barrett Coates, of Coates 
& Herfurth, delivered papers | 


As a 


on “Loss Prevention 
Factor in Insurance Costs 


Anderson, | 


| pr oved 


Charles W. Gold, president 
of the Pilot Life 
Company and chairman of 
the insurance section of the 
Chamber of Commerce of the 
United States, was presiding 
officer. 

At the closing session held 
May 20, three declarations 
were adopted by the conven- 





Mr.© 


Current conditions have 
served to focus the spotlight 
upon the problem of rate 
levels in casualty insurance, 
it was declared. Regarding 
the compensation line, it was 


| pointed out that the experi- 


ence and the prospective ex- 
perience for the current year 
clearly demonstrate that if 


the rate level is such that 
companies cannot make a 
| profit in prosperous years 


Insurance | 


tion of the Chamber of Com- | 


merce of the United States, 
of particular interest to the 
insurance fraternity. 

One was that valued policy 
laws are unsound and “their 
repeal should be urged.” 

Another was on fire 
vention to the effect 


pre- 
that 


they cannot hope to avoid a 
substantial loss in lean 
years. The past underwrit- 
ing history of the compensa- 
tion line, according to Mr. 
Tarbell, suggests the futility 
of attempting to make rate 
levels exactly conform to the 
estimated current loss costs 
and indicates that it might 
be more advantageous in 
general to determine rate 
levels from a long term point 
of view. 

Questions of rate-making, 
dominant in President Tar- 
bell’s address, featured 
other papers and discussions 
throughout the day. G. F. 
Michelbacher, vice-president 


|and secretary of the Great 


“the Chamber is in complete | 


with the declaration 


meetings on 


accord 
of earlier 
subject.” 

After careful 
tion of a long report sub- 
mitted following a most com- 
plete study by a special com- 
mittee the convention ap- 
a statement by the 
resolutions committee in fa- 
vor of employees’ retirement 
annuities, 


this | 


American Indemnity Com- 
pany, New York, in a paper 
called “Criticisms and An- 


| swers” reviewed the sins for 


considera- | 


which casualty actuaries are 
usually indicted. In answer 


|} to the charge that they are 


| and do 


pedantic and dogmatic, and 
that the rating systems they 
devise are too complicated 
not allow for the 
(Concluded on page 36) 
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Home Office Buildings 


Agents and Brokers— 


CS capacity for doing things comprehensively and 





quickly should appeal to you. During our 34 
years of experience we have learned many “time 
savers” and “short cuts” that mean much to the 
man in the field, to whom time means money. 


MARYLAND CASUALTY COMPANY BALTIMORE | 


Casualty Insurances Bonding Lines | 











































No Depression for This Man 
saci osgmething_ hat Agency relations are 


tion afforded by United Life 


policies which contain ALL 
IN ONE CONTRACT: 


pba ASE EE | generally pleasant and 















DEMNITY FOR ACCIDEN- 
TAL DEATH. 


vO nna SANCE-UAELE | satisfactory when deal- 


LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
FOR TOTAL AND PERMA- 


NENT DISABILITY. ing with 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 


ments, and juvenile insurance ak on tinen t a | 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 


His advice to ambitious | 











agents is this: Get in touch 
immediately with 


CONTINENTAL CASUALTY COMPANY 


United Life and Accident Insurance CONTINENTAL ASSURANCE COMPANY 


Company 910 So. Michigan Avenue 


Home Office: United Life Building Chicago 
CONCORD, NEW HAMPSHIRE 
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HE “Ask Me Another” craze has 

not yet disappeared from party 
entertainment; in fact, it seems to be 
just beginning. Although it is dis- 
tinctly a relief from the usual discus- 
sion of the so-called failure of so- 
called statesmen to decide just what 
is wrong with the country, it is highly 
embarrassing when one is caught with 
a group of intellectual specialists. I 
mean that in a party of say six people 
you will inevitably find six varied and 
sometimes diametrically opposite de- 
velopments of knowledge. One person 
will have a yen for 
promptly pose such a question as this, 
“Who was Queen Elizabeth’s financial 
advisor, and what financial law did he 
propound.” This wiil phase everyone 
and he will proudly explain that Gresh- 
am was the Queen’s advisor, and he 
had something to do with a theory of 
bimetallism. 

a * « 

HEN the lover of poetry will cast 
ie eyes to the ceiling and quote 
some such lilting lines as these: 


The world is too much with us late and 
soon ; 
Getting and spending we lay waste our 
powers ; 
Little we see in nature that is ours; 
We have given our hearts away a sordid 
boon.” 


Who wrote them, and of what group 
of poets was he a member? Thai 
will be the question, and perhaps every- 
body will know that William Words- 
worth was the author, but the fac: 
that he was one of the “Lake Poets” 
might be a sticker. Next will come the 
physicist, and he will clear his throat 
and demand, “Who did the most to 
advance the cause and development of 


finance, and will! | 








electricity?” Who, indeed, but ow 
own Thomas Edison, everyone will | 
shout in a chorus. Whereupon the 
physicist will suppress a sneer and 


say, “Certainly not, it was none other 
than Michael Faraday.” He will yield 
to the bookworm, who, thinking every- 
one else will surely be able to answer 
his question, will take a long time and 
finally ask, “Who was the first English 
novelist, and what was his actual oc- 
cupation?” Samuel Richardson, of 
course, but was he a clergyman, a 
pedagogue, or a politician? No friends, 
he was an humble printer who thought 
up a way to relieve unemployment in 
his shop. 
. * * 

HE lover of music will find the en- 

tire party easy victims for his on- 
slaughts. He will hurry to the fray 





with “Who wrote the Rondo Capriccio- | 


so?” All right, who did? 


THe SPECTATOR 
May 26, 1932 


PEOPLE 


or 
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AND 


PROBLEMS 


IN CASUALTY INSURANCE 


Ww. Clifford Klenk, 


general agent in New York City for 


the Income Indemnity Insurance 
Company of Boston, Mass., has re- 
moved his agency from Madison 
\venue in Manhattan and is now 


located at 50 Court Street, Brooklyn. 














W. Clifford Klenk 


Although the Income Indemnity has 
been New York State 
since 1911, it didn’t enter the Greater 


licensed in 


New York field until a year ago. 
Under Mr. Klenk’s direction the 
agency has been very successful in 


writing its specialty—first day cover- 
age non-cancellable health and acci- 
dent insurance. 


* * * 


New elections 
in the official ranks of the America 
Fore Group, announced in the Fire 
Insurance news section of this issue, 
affect the Fidelity and Casualty Com- 
pany of New York, casualty member 
of the fleet. Frank A. Christensen is 
president ; Lamar Hill, vice-president 


and general counsel; C. E. Swan, 


treasurer ; William H. Emes, auditor ; 
Thomas E. Sullivan, counsel. 


* * 


4d 
Medern Insurance 


Developments” published by the 
American Academy of Political and 
Social Philadelphia, very 
capably the ground 
turned over by insurance scientists 
since 1927 when the Academy pub- 


Science, 


covers new 


lished “‘“Modern Insurance Tenden- 
cies.” Dr. S. S. Huebner is the 
editor of the volume and a num- 


ber of the contributors are associates 
of his on the staff of the Wharton 
School of Finance and Commerce. 
The volume is invaluable to the stu- 
dent of insurance and we can think 
of no more admirable book for the 
forward-looking executive or the pro- 
gressive agent who wants to get a 
clear, brief picture of the develop- 
ments in business during the past five 
vears which he has read about in in- 
heard about at 
encoun- 


surance journals, 
insurance conventions, or 
tered in actual practice. 
Included among the articles, none 
of which are over-long or over-tech- 
nical, are: “Personal Hazard in the 
Field of Casualty Insurance,” by 
G. F. Michelbacher ; “Unemployment 
Compensation in the United States,” 


by C. A. Kulp; “Automobile Insur- 
ance,” by H. J. Loman; “Burglary 
Insurance,” by L. A. Sawyer: 


“Workmen’s Compensation Insur- 
ance,” by William Leslie; “Fidelity 
Insurance and Suretyship,”. by Ed- 
ward C. Lunt; “Insurance for Agri- 
culture,” by G. Wright Hoffman; 
“The Investment Return from Life 
Insurance,” by M. Albert Linton; 
“Disability Income Provisions in 
Life Insurance Contracts,” by Ed- 
ward W. Marshall, and others. 
The price of the book is $2.50. 
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New Amsterdam Will Buy 
United States Casualty 


Stockholders of the 
United States Casualty 
Company, New York, of 
which Edson Lott is pres- 
ident, at a meeting on 
June 14 will be asked to 
approve the plan of the 
directors to reinsure the 
ultimate liability of the 
company in the New Am- 
sterdam Casualty Com- 
pany of Baltimore. Pres- 
ident J. Arthur Nelson of 
the latter company has 
announced that the direc- 
tors have approved the 
purchase by the New Am- 
sterdam Casualty of the 
entire outstanding 60,000 
shares of the capital stock 
of the United States Cas- 
ualty Company. 

The United States Cas- 
ualty will continue to op- 
erate as an independent 
company with Edson Lott 
as president. Norman R. 
Moray is to be elected 
first vice-president and a 
director of the United 
States Casualty and sev- 
eral board memberships 
of the two companies will 
be interchanged. 











R. H. Monaghan Engaged 


| 
| 
| 


by National Bureau | 


Robert H. Monaghan re- | 


signed as assistant editor of 


THE SPECTATOR, in charge of | 
surety, last | 


easualty and 
week and on Monday became 
assistant to Thomas B. Han- 


ly, manager of the Publicity | 


Robert H. Monaghan 


Department of the National 
Bureau of Casualty and Sure- 
ty Underwriters. 

Mr. Monaghan, known fa- 
miliarly as “Bob,” came to 
THE SPECTATOR two years 
ago after training in news- 
paper work on the New Hav- 
en (Conn.) Register and 
other publications. 
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Ocean Accident 
(Concluded from page 33) 


been valued by the corpora- 
tion on the basis approved 
by the National Convention 
of Insurance Commissioners. 
The total assets are thus 
given as $18,168,459, and the 
surplus, including deposit 
capital, as $2,564,332, with a 
footnote to the effect that 
the latter figure excludes 
2,619,214 reserve for differ- 
ence between Convention 
values and actual 


The fact is that the corpora- 
tion did not take advantage 


market | 
values as at Dec 31, 1931. | 





vention of Insurance Commis- 
sioners, but instead used 
actual market values as at 
Dec. 31, 1931. 
shown in the Handy Chart of 
$2,564,332 is correct on the 
basis of actual market values 


and is increased to $5,183,546 


on Cenvention values. 

The Columbia Casualty 
Company statement is pre- 
sented in the Handy Chart 
with securities valued at ac- 
tual market values as at Dec. 
31, 1931, and on this basis 
shows total assets of $6,670,- 
701 and surplus to policy- 


holders, including $1,000,000 | 
capital, is also presented on | 


The surplus | 


| would be increased to $2,728, 
| 073 had Convention values 

been used and the assets like. 
wise increased to $7,919,197, 


| 
| 


Casualty Actuaries 
(Concluded from page 33) 


measurement of individual 
| risks, Mr. Michelbacher said 
that such criticisms are no 
longer tenable. Much of the 
blame for rates has been 
| mistakenly laid at the door 
of the actuary, he said, when 
as a matter of fact, under- 
writers and executives sery- 
ing on rate-making commit- 


of the security valuations ap- 
proved by the National Con-| to $1,479,577. 











mt has long been my opinion that there is 

little distinction tobe made between the 
component parts of a small group of 
leading surety companies in the United 
States today. Ananalysis of their growth 
and development will disclose that they 
have attained their present power and 
prestige by the exercise of deliberate, 
careful judgment in meeting new con- 
ditions through a medium of accumu- 
lated experience inthe past. They have 
been thoroughly conservative in all depart- 
ments, but not blind to the possibilities 
olthe future, nor fearful of uncharted 
lanes. 
“Over a period of twenty years it has 
been my good fortune to be associated 
with insurance in general, thirteen as a 
representative of the Fidelity and Deposit 
Company of Maryland. During those 
thirteen years the conviction has grown 
upon me that the F & D, a corporate 
entity, has become a personal Friend of 
our office. On many memorable oc- 
casions it has demonstrated its under- 
standing of and sympathy with our 
problems—the problems of every local 


FIDELITY & DEPOSIT 


the same basis and amounts | tees 


should have 
This surplus | some of the burden. 


assumed 





agent. The Texas Branch Offices and 
the Home Office have stood squarely 
behind us in the exigencies of mis- 
fortune. Individual personalities have 
created this pleasant sense of confidence 
in my mind. 

“The F & D is foremost in my opinion— 
not because of its financial structure, 
which is beyond dispute, or its under- 
writing experience, which is unexcelled, 
orits claim service, which is meritorious— 
but because of a personal equation, a 
gratifying human relationship, made 
possible by a personnel which is without 
equal.” 


- Jarrell & Cage 
Houston, Texas 


Ip 


FIDELITY AND 
SuRETY BONDS 


PLATE Giass 
UR ANE 


COMPANY of Maryland 


Baltimore 
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